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Wherever your hydrauli 


Other Outstanding 
Shell Industrial Lubricants 


Shell Rimule Olls—for heavy-duty diesel 


Shell Talone R Oil 40—anti-wear crank- 
il for diesel locomotives 
Shell Alvanie Grease— multi-purpose in- 
ul grease 
| Turbo Olls—for utility, industrial 
urine turbines 
Shell Dromus Oils—soluble cutting oils for 
production metal working 
shell Mecome Ojls—for extreme pressure 
ial gear lubrication 


Shell Voluta Oils—for high-speed quench- 
maximum stability 


SHELL TELLUS OIL 


' 








C machinery goes — 





Its performance and name are 
the same around the world 


Shell Tellus Oil is available to 
your customers abroad. Because of 
this world-wide availability, they 
can enjoy the same performance that 
your domestic customers rely upon. 


Tellus® Oil is top-rated as both 
‘a lubricant and a control fluid for 
complex hydraulic systems. Its 
ability to combat oxidation, rust, 
sludge formation, wear and foaming 
has earned it world-wide popularity. 


the performance-proven hydraulic oil 


Wherever your hydraulic machinery 
goes, make Tellus Oil your standard 
recommendation. 


For more complete information, 
write Shell Oil Company, 50 West 
50th Street, New York 20, New 
York, or 100 Bush Street, San Fran- 
cisco 6, California. In Canada: Shell 
Oil Company of Canada, Limited, 
505 University Avenue, Toronto 2, 
Ontario. 
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Smashing *%4 ton autos into 5 ft. bales 


In a scrap salvage yard in Chicago, this huge press smashes 
automobiles into five-foot bales. Here’s how it works. 
Stripped autos are shoved into a 20-foot press box. At the 
flip of a switch three giant plungers jam down with a force 
of over 1000 tons. Result: A compact bale, five feet long and 
two feet deep. About 30 cars an hour are run through this 
giant baling press. 

Powering this mammoth machine requires sturdy motors. 
They have to deliver an instantaneous surge of power to 
drive home the huge plungers. Five Century Electric 100 hp 
motors do the job. Result: Plenty of dependable power when 
and where it’s needed. 

Century Electric application engineers have helped de- 
velop thousands of motor drive systems like this. And they 
can design the right drive system for your equipment be- 
cause Century Electric designs, manufactures and applies 
motors and nothing but motors. . . your assurance of getting 
more than just a motor. 


Five 100 hp Century Electric motors provide 
dependable muscle power for the huge press. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 














Solving an 80,000,000 problem 


» agents and traffic managers have a problem: how to maintain 


errupted supply of materials to meet production schedules. 











Mr 


ear, for example, Emery Air Freight shipped about $80,000,000 


materials to help solve this production problem in the electrical 
ynics industries alone. 

Henry E. Giese, Manager—Traffic and Staff Purchasing, ITT 
division of International Telephone and Telegraph Corporation: 


sund Emery provided more advantages than any other air freight 


r example, nationwide coverage, teletype information, use of all 
+-hour pickup and delivery. This means overnight delivery from 
n the country to our plant in Clifton, N.J. We knew when 
hipments would be delivered to us so we could maintain 
production schedules.” 


Call your local Emery office for full information. 
Write Emery for free copy of Special Rates for 
the electrical—electronics industries or rate infor- 
mation for any other industry. 


SEE THESE EMERY SAVINGS* 


Emery Express} Emery Express | Emery Express 
50 tb. | $25.54 $39.70 | $20.93 $28.50 | $14.77 += #12.50 
100 tb. } 40.90 77.40) 32.30 55.00) 20.10 23.00 
200 ib. | 73.00 154.80 | 55.20 110.00 | 31.80 46.00 


*Rates apply to most commodities between most major cities. 


EMERY AIR FREIGHT 


801 Second Ave., New York 17. * “The World’s Fastest Transportation System” 





MORE STRIKING 


C/R Soff Hammers 


C/R Jawhead Hammers are the best “soft” hammers you 
can buy. They speed work, reduce fatigue and increase 
safety — and never mark or spoil finished work. Oversize 
solid hickory handles are longer, stronger with heads 
locked on for life. They'll actually save you money in 
better work and longer life. 
C/R RAWHIDE FACES: made of specially processed water 
buffalo rawhide compressed to size under hydraulic 
pressure. No other known maierial will transmit greater 


striking power. 


NEW! NYLON FACES: for all C/R - Buy C/R Jawhead Hammers 
Hammers, interchangeable with raw- Changes faces in seconds! from your local industrial sup- 
hide faces. Unusually resistant to plier — or write for this illus- 
heat, oils, moisture and most acids. trated brochure. 


: 5 ail Rat a 
1239 Elston Avenue @ Chicago 22, Illinois 


In Canada: Distributed by Chicago Rawhide Mfg. Co. of Canada, Ltd., Brantford, Ont. 
Export Sales: Geon Internationc! Corp., Great Neck, New York 
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“Lighting? We want and 
need the best... 
production depends on it!” 






































ighting can improve output. 
h your Graybar man: he is 
in the best and latest in light- 
er production, in plant or office. 
er, Graybar offers the widest 


ighting equipment* available 
single s se! For lighting .. . 
tion, motors, controls, power ELECTRIC COMPANY, INC. 
equipment .. . call Graybar. 
with you or your electrical 
96 
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OLD HANDLE required four mount: 

ing boles~and four tapped boles 
in the sash member. During instal- 
lation, tapped boles were often 
damaged and bad to be retapped. 
Hendles frequently loosened in 
service because the screws" worked”’ 
in the boles. 


NEW HANDLE bas but two ~ ype Sots 
Just two Plug Nuts, preplaced in the sash 
member, make possible a far stronger con- 
nection than the old four-bole mounting. 
Thread damage problems are virtually 
eliminated, and screws ome “work” 

to cause loosening. 


On projected 
metal windows 


Plug Nuts cut installation costs... 
permit improved handle design 


ng Plug Nuts to fasten window handles, a leading window manufacturer 
able to: (1) improve handle design; (2) reduce installation cost; 
eliminate handle loosening. 

Plug Nuts are hardened, threaded inserts designed to be pressed into ductile 
material. Once inserted, the Plug Nut becomes a self-clinching, pre-placed 
nut—improving fastenability of thin or soft materials, such as steel, brass 
and aluminum. Plug Nuts are ideal for blind or hard-to-reach locations, and 

not affect flatness of product material. 

Plug Nuts are made for use in any thickness of material down to .030” and 
in any tap size from #4 to 34”. You can order Plug Nuts in case hardened 
steel, brass, various grades of stainless and aluminum in a full range of 
finishes. Write for samples and complete application data. Call your Lamson 
Distributor for immediate service on standard fasteners. 


Distributors: Franchises for the sale of Plug Nuts 
are available in selected territories. 

















Plug Nut is easily inserted with band 
punch or small press. Displaced bole 
material flows into knurls and annular 
qenave, to clinch nut securely in place. 

ote that Plug Nut does not project 
through material. 





Plug Nut’s low profile head is a real 
advantage where clearance is tight. 





») LAMSON € SESSIONS 


5000 TIEDEMAN ROAD +, CLEVELAND 9, OHIO 
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Steel Inventories 
Building Up 


Cold Finished Bars 
Will Ease Soon 


The newly-revised Fed- 
eral Reserve Board In- 
dustrial Production Index 
rose to 165 in December. 
This marks a nine point 
advance over the pre- 
vious month. 
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I T won’t be long before steel inventories are back to normal levels. 
That’s the word from the Steel Service Center Institute, which 
represents the nation’s steel warehouses. Most warehouse stocks 


of finished and semi-finished steel “will be back to desired levels” 
by April—except for sheets. And by August, even sheet supplies 
will be adequate. 











Stocks held by steel-using companies generally follow the same 
pattern as the steel warehouses. This means that industrial pur- 
chasing agents are buying steel heavily now in anticipation of 
reaching their normal inventory levels this summer. 

Service center stocks were down to a low of 825,000 tons on 
December 5th. From that point, they rose to 950,000 tons early 
last month. By the second quarter, inventories will probably be 
back to 3 million tons—and will eventually hit 3.4 million tons in 


mid-summer. 








Despite this rosy picture, sheet steel products are expected to 
be in short supply for around six months. Hot-rolled, cold-rolled, 
and galvanized sheets “will be the last to come into balance in 
relation to demand.” 

However, good stocks of cold finished bars will be available by 
the middle of this month. Although there will be some holes in 
certain items and grades, most P.A.’s will be able to fill their 
requirements easily enough. 

Stainless steel products will be in balance by the end of this 
month. And more plates, shapes, bars, and alloy bars will be avail- 


able in around 60-70 days. 





What’s the outlook for steel warehouse sales in 1960? The first 
half will show a 10% gain over the similar period of ’59. But the 
last six months will probably see a decline of 20% to 25%. The 
reasons: completion of inventory buildups, higher interest rates 
(see Washington Report, p. 21), and a possible business falloff 
towards the end of the year. (Turn Page) 





Fed. Res. Index '47-'49 = 100 , 
(Adjusted for seasonal variation) 
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35 MILLION BEARINGS... 


and every one has given 
perfect performance! 
that’s the record of 


GRAMIX bearings in 
the famous TAYLOR-TOT® SLEEPER WALKER-STROLLER 


Where there are youngsters, there are Taylor-Tots . . . and 
where there are these familiar sleeper walker-strollers there 
are GRAMIX bearings . . . in fact, 35 million to date have 
been shipped to the Frank F. Taylor Company of Cincinnati 
and have been accepted by their receiving inspection depart- 
ment without a single rejection. The strength, durability 
and resistance to wear of these GRAMIX bearings, two of 
which are used in each wheel, help give Taylor-Tot easier 
steering and handling. Even though Taylor-Tot strollers 
are run through snow, dirt and many times are left out in 
adverse weather, GRAMIX bearings provide the maximum 
in quietness, free running and long life. 


GRAMIX is the ideal bearing material because it can be oil- 
impregnated for self-lubrication, requires no machining and 
is completely dependable. 











; ae 
lf You are not already using GRAMIX in 


your products, it will pay you to consult 


can benefit from the high quality low 7 an Spates é 


. 


OUr engineers .. . to discover how you : q j 
' 


cost... top performance of GRAMIX 


geass . , 
products of powder metallurgy : : i 


Write today for Engineering Bulletin No. 18, which covers design and 
metallurgical requirements and alloy selection of GRAMIX bearings. 


THE UNITED STATES GRAPHITE COMPANY 


SION OF THE WICKES CORPORATION, SAGINAW 15, MICHIGAN 
APHITAR® carson-crapnite © GRAMIX® powpeR meTALLuRcy © MEXICAN® crapuite Prooucts © USG® srusnes 
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Overall, the steel service centers will buy 
at least 11 million tons of steel from the mills 
in 1960. Of this, they will ship roughly 8.5 
million to purchasing agents—around 800,000 
tons less than strike-hit 1959. The remainder 
will be used for their own inventory replace- 


ment, with most of it purchased in the first 
half, 








The heads of a number of important com- 
panies in a wide variety of industries have out- 
lined their views on profit prospects in 1960. 

These executives who appeared recently at 
the National Industrial Conference Board’s 
President’s Panel—chairmen and presidents of 
major coporations—are optimistic about busi- 
ness this year. Many feel that their companies 
and their industries will reach new peaks in 
the coming months. 











For instance, Willard F. Rockwell, chairman 
of Rockwell Manufacturing Company, says 
“certainly the first half of 1960 will reach a 
new high as a result of accumulation of post- 
poned orders in the second half of 1959.” 


His company, he said, expects “a very satis- 
factory year in 1960, provided there are no 
crippling strikes in the United States.” He is- 
sued a sharp warning, however, about the con- 
stant danger of increased competition from 
foreign products. “Investment in ‘foreign plants 
is one answer, but we cannot ignore the fact 
that the profits from such enterprises may be 
in jeopardy.” 





The petroleum industry, too, anticipates a 
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control at Standardissecondtonone  operators—as well as to plant management, and, of 
nation’s major specialty product steel plants. | course, our customers. 

ined by the most accurate, up-to-date testing Bring your next unusual product to us—we’ll welcome 
available. The laboratory facilities operate the opportunity to serve you regardless of the alloy it 
clock to keep all vital information flowing might require. Send for the free illustrated booklet, 

tallurgists, shop foremen, mill and machine “Quality Control at Standard.” 


Standard Steel Works Division 
BALDWIN - LIMA: HAMILTON 


PENNSYLVANIA Rings © Shafts ¢ Car wheels * Gear blanks ® Flanges * Special shapes 
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better year in 1960. Robert L. Milligan, presi- 
dent of Pure Oil Company, notes that “a re- 
covery of even a fraction of a cent in average 
gasoline prices would have a considerable effect 
on the net profit of our company and the in- 
dustry in general.” 


Increasing demand for refined oil is the out- 
look throughout the year. The result could 


markedly change the recent trend of over- 
supply which has depressed both prices and 
earnings for the oil companies. 








In the construction field, Joseph A. Grazier, 
president of American Radiator & Standard 
Sanitary Corporation, anticipates a 2% rise 
in dollar outlays for new construction. This 
will bring total construction up to more than 
$55 billion. 

While residential housing will be down by 
around 150,000 starts, nonresidential building 
Will more than offset the decline. Government- 
sponsored construction is likely to maintain its 
1959 level. 

Similarly optimistic statements were made 
for banking and equity markets. Experts in 
these areas cited the prospects for better busi- 
ness in all areas of the economy. 











What does this add up to? A record year in 
most industries. Higher incomes for wage 
earners. And greater all-round prosperity for 
businessmen everywhere. 

The big question mark now, of course, is 
1961. The possibility of another inventory 
recession next year is a large cloud on the 
horizon. Thus the maintenance of balanced 
material stocks in 1960 will be one of the vital 
factors that can keep the economy on the up- 
ward slope in the years ahead. 
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A typical example of how fabricators use Schrader. Schrader Air Products in the schematic 
perform a metal-forming operation at Lance Awning Corporation, Lake Worth, Florida. 
Power is supplied by a Schrader double-acting bolt-mounted air cylinder. By pressing the 
Schrader 4-way valve, the cylinder piston advances at proper speed, checked by Schrader 
flow control valves, bending an aluminum section to the desired angle. Reversal of the 
4-way valve returns the cylinder and bending dies to rest, permitting removal of the bend 
section. “Air control provides a straightforward one-man job,” says the Plant Manager. 
“Two men worked hard to form this radius bend on 25 parts per hour before a Schrader 
Air Cylinder was installed. Now one man forms 35.” 
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FABRICATOR JUMPS PRODUCTION 402%... 
CUTS COSTS IN HALF WITH 
STANDARD SCHRADER AIR PRODUCTS 


higher production at lower cost, just like this com- light of weight-lifting .. . accelerate production ... 
with the air you already have! You can’t beat unplug bottlenecks ... all at unmatched low cost and 
Air Products for accuracy, economy, speed drop-in-the-bucket maintenance. 

lasting quality. You get the finest line of Air Cylinders, Valves and 
an save manhours .. . slash operating costs .. . Accessories from Schrader. Plan hookups yourself. You 
rade practically any operation such as inspecting, get expert help and ideas for cutting your operating 

bling, testing and packaging. It can push, pull, costs from experienced Schrader Air Specialists. 

position and move work repetitively . . . make 


Select your automating equipment from the full Schrader line. Your Schrader 
distributor can help you pinpoint what you need. For more data write: 





A. SCHRADER’S SON 
Division of Scovill Manufacturing Company, Incorporated 
473 Vanderbilt Avenue, Brooklyn 38, N. Y. 





e divisionof SCOVILL 
QUALITY AIR CONTROL PRODUCTS 
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The P.A.'s Outlook 


@ P.A.'s Optimistic About 
Business in First Half 


@ Confidence Index Shows 
Three Point Advance 


@ N.A.P.A. Sees High 
Level Through 1960 


Pa. OPTIMISM over the first 
half of 1960 is growing. 

Responses from _ purchasing 
agents throughout the country to 
PuRCHASING Magazine’s Business 
Confidence Poll indicate growing 
enthusiasm about the economic 
outlook. So do business surveys 
conducted by the National Associ- 
ation of Purchasing Agents and 
the Chicago, Cleveland, Pitts- 
burgh, Georgia, and Canadian as- 
sociations. 


Confidence Index Up 


The Business Confidence Index 
—which measures buyers’ opin- 
ions of the short-term economic 
outlook—advanced three points to 
109 (1958—100). Over 1000 P.A.’s 
from coast to coast were surveyed 
to obtain their views on business 
conditions in February, March, 
and April. 

These opinions can be sum- 
marized in the comment of an 
Iowa P.A. who says “the year 
1960 should be one of the best 
in the history of this country. 
We can meet and beat foreign 
competition.” 

And a purchasing agent for 
a Cleveland manufacturer notes 
“the resumption of steel opera- 
tions means that we can move 
full speed ahead this year.” 

According to N.A.P.A., “1960 
business will be good, not only 
for the first six months, as fore- 
cast by some economists, but for 
the entire year. A significant 68% 
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BUSINESS CONFIDENCE 
How P.A.’s feel about the short-term economic outlook. 
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Purchasing Magazine’s Business Confidence Index—based on a cross-sec- 
tion of P.A. opinion throughout the country—rose three points in Feb- 
ruary to 109 (1958=100). This increase indicates increased optimism among 
purchasing agents about the business outlook during the next three months. 


of our members predict that the 
first six months of 1960 will be 
even better than the high level 
conditions that prevailed in the 
same period of 1959.” 

However, it cautions P.A.’s 
about “the possible upsetting ef- 
fect of further serious labor diffi- 
culties. Among the other items 
causing some concern are those 
of tight money, high interest rates, 
and foreign competition.” 

Says the Chicago P.A.A:: 
“Prices remain quite strong, with 
almost imperceptible change noted 
over the past four months.” 

Regarding stocks, it reports that 
“the movement toward larger 
inventories continues, with a 
marked decrease in the number 
of companies reporting smaller 
stocks.” Employment, it says, is 
stable. 

The Cleveland group says “the 
tempo has picked up slightly in 
production and new orders.” 

It adds that the “long term 


view of business for the coming 
year is generally optimistic.” 

The Pittsburgh association re- 
ports that deliveries by vendors 
are faster than the previous 
month. At the same time, it notes, 
prices paid for principle items re- 
main the same. 

Thirty-nine percent of those 
surveyed in its report note larger 
backlogs than the previous month. 
One-quarter state that backlogs 
are the same, while 36% say 
theirs are smaller. 

From the Georgia association 
comes the news that “65% of the 
membership reported a better 
business condition from the stand- 
point of volume.” 

It also says that “prices, by and 
large, remain the same.” How- 
ever, 30% report paying higher 
prices for principle items pur- 
chased. 

The Canadian group says “oper- 
ations are still at a higher level 
than in the same period last year.” 
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SILICONE NEWS from Dow Corning 





When Rubber Is Cheap At $3/Ib. 


E x 











in Millions of Pounds 





fhe cost of a material is not always what it seems. 


find the real price of an item, you have to somehow relate its cost to 

well it does the job. For example: razor blades. They’re cheap. 

ar’s worth will shave you for a month. Yet a pound of blades 

iid cost over 30 dollars. But again, no other material will do the 

unless you “design around it”. Which in this case might mean 

a beard or using an electric. And the electric requires a power 

In other words, you can’t equate price-per-pound with perform- 

You can think of dozens of other examples of this in your own 

how much do you pay per pound for pencils, typewriter ribbon, 
phane tape, rubber bands? 


mention of rubber brings us to the soint. Dow Corning produces 
emium synthetic rubber that appears, on a dollars-per-pound basis, 
sive. It’s Silastic®, the Dow Corning silicone rubber, and it sells 
$3.00 a pound and up. Yet — and this is a big yet — this is really 
p when you consider that Silastic is so often the only material that 
do the job right. 


s made from Silastic, because they possess superior properties, have 
ior life expectancy in operation. What are these properties? Resist- 
virtually all the factors that normally cause aaiee parts to fail: 
id, ozone, weathering, corona, oxidation, many chemicals, aging 
ier rough conditions. But in spite of all these virtues, which result 
nore reliable performance, parts of Silastic, on a piece price basis, 
really surprisingly inexpensive. 


th 


Here’s an example of how little a Silastic 
part costs per unit. A supplier to the trans- 
portation industries is producing a hy- 
draulic fluid seal of Silastic. It must resist 
hot solvent-type fluids, therefore it’s made 
of one of our highest priced materials: 
fluorocarbon silicone rubber. Yet this seal, 
shaped and sized something like a bottle 
top, sells for about a dime. A dime! Same 
price you pay for two razor blades, or a 
few rubber bands . . . and nothing else 
would do the job. 


Now consider this. If you were told that 
Silastic stays rubbery from —130 to over 
500 F, you’d probably shrug and say “So 
what?” . . . your product may only en- 
counter 225 F. Now, let’s say your design 
engineers, trying to keep costs down, go 
along with a rubber that’s good to 230F. 
You’re buying marginal reliability. If it 
only has to take that temperature on rare 
occasion, you're safe. But if those occa- 
sions multiply a little, you’d be better off 
with a better piece of rubber . . . Silastic 
. . . because it can take this temperature 
indefinitely. It’s cheaper in the end. 


So you’re way ahead if your engineers 
design through a problem with Silastic, 
rather than designing around it with 
“cheaper” materials. There are countless 
areas in present products where the use of 
any other rubber would be unrealistic. The 
graph shows how many people have dis- 
covered this. Who would use conventional 
rubber for the moisture seal in a steam 
iron? . . . Too hot! Or for the oil-seal 
in the latest automatic transmission . . 
Too hot and oily! Or for ducts carrying 
liquefied gas vapors . . .Too cold! Or for 
seals between missile sections . . . Too 
everything! And these are only severe 
illustrations. It’s that borderline applica- 
tion that you must watch, because it’s so 
easy to look the other way and hope, when: 
certainty is really much less costly. 


One more reminder: though all Silastic is 
silicone rubber, not all silicone rubber is 
Silastic. Dow Corning . . . and Dow Corn- 
ing customers, we assume . . . fully believe 
that Silastic is the finest material of its 
kind to be found anywhere. 


We welcome you to contact us direct about 
Silastic, or inquire of your parts supplier. 





Your nearest Dow Corning office is the 
number one source for information 
and technical service on silicones. 


Dow Corning CORPORATION 


ATLANTA BOSTON CHICAGO 
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Pulse of Business 





Price Ba -veler 


@ Increase Noted In 

Nonferrous Demand saatale & 
@ Copper, Lead Stocks 

Are Sharply Reduced 


Products 
All Commodities 


Porcuasinc AGENTS stepped up their buy- 
ing of nonferrous metals last month. With the 
production of many metal fabricators increasing, 
the demand for raw materials has been boosted. 

Here’s the current situation in some of the 80 
major commodities bought by P.A.’s: 


90 


Bureau of Labor Statistics '47-'49 — 100 


Tin: Tin trading has developed a firmer under- 
tone in New York, London, and Singapore. Pur- 
chasing agents for tin platers bought fair tonnages 
recently. 

Consumption of primary tin in the United 
States was 2270 tons, according to the latest 
monthly report of the Bureau of Mines. This 
marks an increase of 120 tons over the previous 
month. 
























































Aluminum: Domestic production of primary 
aluminum advanced in the latest monthly report 
from the Aluminum Association. Production was 
162,996 tons—up 9,330 tons from the month 
earlier. 

Total aluminum output in 1959 amounted to 
1,953,039 tons. This marked a 387,483 ton in- 
crease over the previous year. The record month 
for 59 was July—when over 179,000 tons were 


produced. 



































Zinc: The zinc price hike last month was 
spurred by the buying wave that followed the 
steel settlement. With purchasing agents for the 
steel companies accounting for almost half of the 
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oid risk of hidden defects... specify Meehanite castings 


varying sizes and sections the control of metal 
* paramount importance in preventing porosity 
n physical properties. Meehanite metal’s dense, 
ture which assures casting solidity ... free and 
lity . . . and consistent physical properties re- 
or section is achieved by patented manu- 

is quite unique in metallurgical control. 
ss of Meehanite castings is predictable in 
very casting ... in every group of castings. 
m Meehanite to save you time and money in 


your shop and to enhance your products reputation in the field. 


Avoid the risk of hidden defects which result in high machining 
costs and time loss. Don’t take a chance on bargain prices or so- 
called “equivalents.” Specify Meehanite castings and be free 
from worry. Whatever your casting requirements, there is a 
nearby Meehanite foundry ready to serve your needs. 


For additional facts about Meehanite®, write to the Meehanite 
Metal Corporation, 714 North Ave., New Rochelle, New York, 
for your free copy of Meehanite Means Better Castings. 








ndry Machinery Co., 


Detroit, Mich. 
St. Louis, Mo. 
& Machine Co., 


LaPorte, Indiana 
Michigen 
Products Div., The 
Co., Dover, Ohio 
Compton, Calif. 
Birmingham, Ala. 
mer Corp., 


and Grove City, Pa. 
y Foundry Co., 


Dayton, Ohio 


MEENHANITE 


Empire Foundry Co., Tulsa, Okla. 
and Bonham, Texas 
Florence Pipe Foundry & Machine Co., 
Florence, N. J. 
Fulton Foundry & Machines Co., Inc., 
Cleveland, Ohio 
General Foundry & Mfg. Co., Flint, Mich. 
Georgia Iron Works, Augusta, Ga. 
Greenlee Foundries, Inc., Chicago, Ill. 
Hamilton Foundry, Inc., Hamilton, Ohio 
Johnstone Foundries, Inc., Grove City, Pa. 
Kanawha Manufacturing Co., 
Charleston, W. Va. 
Kennedy Van Saun Mfg. & Eng. Corp., 
Danville, Pa. 
Lincoln Foundry Corp., Los Angeles, Calif. 
Nordberg Manufacturing Co., 
Milwaukee, Wis. and St. Louis, Mo. 


NITE METAL CORPORATION, NEW 








METAL 


Oil City Iron Works, Corsicana, Texas 
Palmyra Foundry Co., Inc., Palmyra, N. J. 
The Henry Perkins Co., Bridgewater, Mass. 
Pohiman Foundry Co., Inc., Buffalo, N. Y. 
Rosedale Foundry & Machine Co., 
Pittsburgh, Pa. 
Ross-Meehan Foundries, Chattanooga, Tenn. 
Sonith Foundries of FMC, Indianapolis, Ind. 
Standard Foundry Co., Worcester, Mass. 
The Stearns-Roger Mfg. Co., Denver, Colo. 
Vulean Foundry Co., Oakland, Calif. 
Washington Iron Works, Seattle, Wash. 
Dorr-Oliver-Long, Ltd, Orillia, Ontario 
Hartley Foundry Div., London Concrete 
Machinery Co., Utd., Brantford, Ontario 
Otis Elevator Co., Ltd., Hamilton, Catario 


ROCHELLE, NEW YORK 
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tonnage consumed, zine sales have been quite 
active in recent weeks. 

Buyers for galvanizers will purchase some- 
where around 476,000 tons of zinc this year, pre- 
dicts the Business and Defense Services Admin- 
istration. In 1959, galvanizers bought 340,000 tons. 














Copper: The longest strike in the history of 
the American copper industry continues, involv- 
ing 10,000 men at Western mines, smelters, and 
refineries. Nevertheless, the price tone is sub- FEB MAR APR MAY JUN JUL AUG SEP OCT NOV f 
dued—despite the limited supply and the increas- ba 
ing lack of available foreign metal. 

Further declines in domestic stocks and a 
slight increase in shipments and production were 
noted in the latest report of the Copper Institute. 
Stocks fell 9879 tons to 64,763 tons in December, 
marking a yearly low. Shipments rose 6497 tons 
to 90,123 tons, while mine production advanced 4 
4899 tons to 23,250 tons. 













































































Lead: Don’t be surprised to see a lead price 
boost in the next few months. The reason: inven- 
tories held by producers are dropping. Currently, | | 
lead is selling for 12 cents a pound. FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB 

The latest report of the American Bureau of 59 19f 
Metal Statistics shows that stocks were down 
1171 tons to 106,678 tons. This figure is sharply 
below the 157,385 tons held by producers twelve 
months earlier. 
































Wholesale Prices: The December Wholesale 
Price Index was unchanged from the previous 
month at 118.9 (1947-49—100). Excluding farm 
products and foods, the index advanced 0.1% to 
128.6. 

Metals and metal products fell 0.3% following 
four months of rise. Lower prices were also noted 
for scrap, babbit, and solder. 


FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB 
1959 1960 
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BEFORE: This drawing of the former 4-belt drive on a 
lothes pressing unit is in the same scale as the photo 
f new Super HC V-Belt Drive at right. Heavy sheaves 
veeded for 4 belts imposed high bearing loads. 


AFTER: By redesigning the drive for Gates Super HC 
V-Belts only 3 belts are required and this Utah manu- 
facturer saves 16 pounds in weight and 24% on the 
drive cost of every pressing unit it makes. 


Manufacturer of pressing equipment 
cuts cost of drives 24 


New high capacity V-belt 


V-Belts, sheave dimensions can be reduced 


also saves weight and space! 


This manufacturer is just one of many 
who have already turned to Gates Super 
HC V-Belts to achieve far more compact, 
lighter weight, lower cost V-belt drives for 
all types of machines. With new Super HC 


30% to 50%, overall space up to 50%, and 
drive weight by 20% and more. 


A product of Specialized Research in the 
world’s largest V-belt laboratories at Gates, 
the Super HC V-Belt Drive is already stan- 
dard equipment on production models in 
virtually every industry. 


Engineering Service Nation-Wide 


hatever your plant’s power transmission 
1 problem, wherever you are, your nearby 
Distributor or Field Representative is ready 


to assist you to cut space, weight, and costs with 
Super HC. Ask him for a copy of “The Modern 


Way to Design Multiple V-Belt Drives.” 


TPA 463 


The Gates Rubber Company, Denver, Colorado 
Gates Rubber of Canada Ltd., Brantford, Ontario 


World's Largest Maker of V-Belts 


Gates Super <3 V-Belt Drives itz: 
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@ Sales, Orders Fall; 
Inventories Constant 


M ANUFACTURERS'’ sales and new orders de- 
clined in November on a _ seasonally-adjusted 
basis—primarily as a result of the steel strike. 
However, inventories remained constant. 
Sales fell $200 million to $29.2 billion. The en- 
tire drop was in the steel-struck durable goods 
area—which fell $500 million to $13.5 billion. 
Nondurables rose $200 million in the same period 
to $15.7 billion. 
New business dropped $1 billion to $29.5 bil- 
lion. Here too, the effect was totally in the hard 
goods sector—which was off $1.2 billion to $13.9 
billion. Soft goods advanced $200 million to $15.6 
billion. 
Inventories of manufacturers were $51.5 bil- 
lion, the same as the previous month. Durables 
stocks advanced $100 million, while inventories of 3 
nondurables producers declined by the same DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
amount. 1959 


Dept. of Commerce—Seasonally adjusted 





Manufacturers’ Sal bn 





es 
Seasonally Adjusted (Millions of Dollars) Nov. July 





27,467 30,858 
13,295 15,384 
2,113 2,104 
1,553 1,787 
3,951 4,778 
3,040 3,667 
891 1,077 
667 805 


14,172 15,474 
4436 4,540 
378 382 
1,102 1,256 
936 1,060 
2,023 2,171 
2819 3,093 
472 519 





Manufacturers’ Inventories 
ally a (Millions of Dollars) 
All focturi 





51,419 
29,221 
3,873 
2,912 
9,807 
6,830 
1858 
1,323 


22,198 
4,780 
1,953 
2,572 
1,480 
4,008 
3,261 
1,419 





Manufacturers’ New Orders 
Seasonally Adjusted oh egg of Dollars) 


30827 29,016 30,552 30,367 
15,493 13,974 14,747 14,908 
14,223 15,334 15,042 15,707 15,314 


(1) Revised. (p) Preliminary. 
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How to 
be sure 


An Island Creek technician uses the optical pyrometer 
to determine ash fusion point of a coal 


What the invoice shows a coal costing is one thing. 
What the final net costs turn out to be, per 1000 
pounds of steam, are something else again. Some- 
thing obviously even more important, too, than the 
BTU's per ton. Good reason to investigate Island 
Creek Precisioneered Coals, inherently superior 
eastern coals, mined and prepared by the most 


... you are buying 
coal by the 

one indisputable 
yardstick: the 

lowest cost per 1000 
pounds of steam. 











Insist on Island Creek 
Steam Coals. They’re 
Precisioneered. 


modern methods to precision standards to perform 
most efficiently in the specific burning equipment 
in which it will be used. Our engineers would like to 
lay some case histories before you and your plant 
people that prove how Island Creek Precisioneered 
Coals can reduce cost per 1000 pounds of steam. 
Write or phone. No obh, ‘ion. 


ISLAND CREEK 
Precisioneered Coal 


You can depend on Island Creek ...a career company dedicated to coal 


Creek Coal Sales Company, Chafin Building, Huntington 18, West Virginia - 


Cincinnati . Cleveland . Chicago . Detroit . Greensboro . New York . Pittsburgh 
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New Budget 
May Stifle 


Inflation Fears 


@ Less government 
borrowing 


® Higher interest rates 


® Greater inventory 
accumulation 


W ure HOUSE BUDGET pro- 
posals have set the pattern for 
the government’s policy during 
the next year and a half—with 
the forecast of a sizable surplus 
for fiscal ’61 quieting many of the 
fears of an inflationary cycle. 

Whether a surplus of $4.2 bil- 
lion can be piled up will remain 
a question throughout the fiscal 
year. The projection is based on 
a high level of national income 
and no further breakthroughs in 
government expenditures. 

What does appear certain is 
that the government will cease to 
be a net borrower. Any surplus 
that results will tend to make 
government securities more at- 
tractive to investors. 


More Loan Money 


For the purchasing agent 
planning to rebuild inventories, 
the forecast of a budget surplus 
suggests that the tightness in 
money will ease up. With less gov- 
ernment borrowing, there should 
be more loan money available for 
industrial borrowers. 

This prospect of cheaper money 
is somewhat shaded by Adminis- 
tration plans to press Congress 


Fesruary 1, 1960 


Vice President Richard M. Nixon (r.) and Secretary of Labor James 
Mitchell—who shaped the steel settlement last month—will be in the fore- 
front of the Administration’s budget battle during this session of Congress. 


for removal of the 4% % limit on 
interest the government can pay 
in issuing securities of five years 
maturity or longer. The White 
House effort to raise this limit is 
aimed at the issuance of long-term 
securities bearing an interest rate 
that will attract investors. This 
type of refinancing operation 
would make the government’s job 
of borrowing easier, but at the 
same time would firm up the 
higher interest rates that loan 
money now commands. 

Federal Reserve Board analysts 
see money becoming more avail- 
able by late spring and mid-sum- 
mer, during the period when in- 
ventory accumulation is at a peak. 
Money supply will also be easier 
for plant expansion and new 
equipment purchase. 

Nevertheless, government 
money analysts do not anticipate 
a reversal of the trend toward 
higher interest rates. 


@ 3 Million to Receive 
Automatic Wage Hikes 
The vast majority of workers 


covered by union contracts re- 
ceived wage increases last year— 


with the most common increase 
between 7 and 9¢ an hour. 

This trend will continue in 
1960. At least 3 million workers 
will receive automatic increases 
this year as the result of contracts 
previously negotiated. 

For purchasing agents, who are 
vitally concerned with price 
trends, labor contracts will con- 
tinue to be important in the com- 
ing months. And were it not for 
P.A.’s who built up an ample in- 
ventory of steel and nonferrous 
metals prior to the strikes last 
year, the work stoppages would 
have had even more dire effects. 

Last year, with the exception 
of metals, most of the wage settle- 
ments were in non-durable goods 
manufacturing and in non-manu- 
facturing. In 1960, the largest 
single agreement which will ex- 
pire is the national contract cov- 
ering 150,000 workers in the men’s 
clothing industry. 


Steel Didn't Set a Trend 


Other major industry contract 
negotiations will be in aircraft, 
shipbuilding, and electrical prod- 
ucts. About half of the agree- 
ments covering 5,000 or more 
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The smoother surface of 


SONTOUR-WELDED* 


STAINLESS TUBING 


gives it greater resistance to corrosion 


Recent tests prove: (1) Contour-welded tubing is smoother than 
any ether tubing, and (2) this extra smoothness provides 
greater resistance to corrosion. 


Here’s how TRENTWELD® tubing, made by the exclu- 
Contour-Weld process, compares with other full- 
finished tubing: 
smoother than seamless because it’s formed from 
ormly rolled strip steel, whereas seamless is ex- 
ided or pierced. 
s smoother than other welded tubing because the 
Contour-Weld process, patented by Trent, virtually 
liminates the weld bead. 
Other tests prove this smoother surface provides in- 
eased resistance to corrosion — because there are fewer 
focal points for corrosive attack. Not only that, the 
\oother surface ensures longer fatigue life and less 
product incrustation. 
But get full details. Our free 48-page “Trentweld 
Manual” gives complete data on Contour-Welded tubing 
sizes from %” to 40” O.D., in stainless and high alloy 
titanium, zirconium, zircalloy and Hastelloy.t 
te: Trent Tube Company, Box 2518, Pittsburgh, Pa. 


rademark Haynes Stellite Co. 


In Conventional Welding 


With Contour Welding 


In CONVENTIONAL WELDING of tubes, gravity pulls the molten 
metal down to form a bead that is difficult to remove by cold 
working. And cold working may lead to undercuts, focal 
points for fatigue cracks and corrosive attacks. Cleaning 
becomes difficult. 


*wWith CONTOUR-WELDING the tube is welded at the bottom. 
Gravity still pulls the molten metal down inside the tube, 
but now the weld area corresponds to the contour of the tube. 
There’s virtually no weld bulge on the inside surface. And 
even on the O.D., the weld seam more closely conforms to 
the contour of the tubing. 


stainless and high alloy pipe and tubing 
TRENT TUBE COMPANY 


Subsidiary of Crucible Steel Company of ri 





For More Information Write No. 


© GENERAL OFFICES: East Troy, Wisc. © MILLS: East Troy, Wisc.; Fullerton, Calif. 
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workers expire this year. Most of 
the other agreements provide for 
deferred wage increases, allow for 
cost-of-living increases, or permit 
wage reopenings. 

It is apparent that the settle- 
ment in steel neither set a new 
trend nor established a new pat- 
tern. But the automatic increases 
in wages, which have been built 
into the economy by contracts 
calling for an increase in wages 
by successive stages, will continue 
to boost costs during the year 
ahead. 

In addition to having an im- 
mediate impact on costs, auto- 
matic increases in a number of 
existing contracts force unions to 
pressure for higher wages when 
their own contracts expire—just 
to keep up with wage scales in 
other unions whose increases have 
come automatically. 


@ Tariff Commission 
Weighs Lower Quotas 


The Tariff Commission is 
slated to make its recommenda- 
tions on U.S. policy toward im- 
ports of lead and zinc by April 1. 
The basic issue at stake is 
whether the quota system for im- 
ports should be continued or 
whether tariffs should be in- 
creased, 

The currently operating quota 
system—put into effect in Oc- 
tober, 1958—cut down the flow of 
imports. The purpose was to pro- 
vide some measure of protection 
against low-priced imports of non- 
ferrous metals that had forced the 
closing of marginal mines in the 
US. 

Quotas had the effect of stiffen- 
ing prices for zinc and, to some ex- 
tent, lead. But the partial exclu- 
sion of imports through use of 
quotas has not raised prices to a 
point where U.S. marginal mines 
could be opened. 


Producers Favor Tariffs 


Domestic ore producers favor 
a higher tariff on ores as a more 
effective method of improving ore 
prices. However, the present 
White House position is that the 
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quota system gives a measure of 
price protection without prompt- 
ing foreign counter-measures. 

The commission will report to 
the White House on the economic 
status of the two metals, and 
from then on the issue becomes a 
political decision to be made by 
the President. Unless the Tariff 
Commission makes a very strong 
recommendation for higher tariffs, 
the quota system will be con- 
tinued—with the possibility that 
quotas may be reduced as a sop 
to domestic producers who want 
price relief. 


@ Steel Work Rules Issue 
To Govern Price Hike 


Price raises in steel will de- 
pend on whether the unions 
voluntarily relax the work rules 
and permit production economies 
that will offset higher wage rates. 

The steel contract provides for 
a progressive increase in wages, 
which obviously builds higher 
costs into the production of iron 
and steel. The only method of off- 
setting these costs is improved 
productivity. This is directly tied 
into the restrictive work rules 
which prevail in the industry. 

Labor-management analysts 
claim that it is now up to the 
USW to show its good faith in 
establishing more efficient work- 
ing practices in the mills. This 
contention is based on the terms 
of the steel settlement, which have 
been termed by many as a victory 
for the union. 

If the wage gains ultimately 
lead to price increases in the ab- 
sence of productivity improve- 
ment, the union will bear the 
blame. 


e Air Force to Count 
Supplies and Equipment 


This month, the U.S. Air Force 
will initiate a world-wide inven- 
tory of its supply and equipment 
assets. The inventory will include 
all consumption commodities, 
with each Air Force base making 
a detailed count. 

Already existing procedures 
will be used in the inventory 
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Hardinge draw-in collets are specified 
for: 


LATHES: American, Hardinge, LeBlond, 
Hendey, Monarch, Logan, Sheldon, 
Springfield, South Bend, Sidney and 
others. 


MILLERS: Ames, Bridgeport, Brown & 
Sharpe, Cincinnati, Hardinge, Kearney 
& Trecker, Sheldon, Van Norman, 
Pratt & Whitney and others. 
One Source of Supply for 
all your Collet requirements 
— means Purchasing Economy 


Complete range of sizes, 


Shop Proved 
for Over 65 Years 


“How to Order l 
Collets’”’ 


HARDINGE BROTHERS, INC. 
ELMIRA, N. Y. 


Immediate Delivery from Conveniently 

located Stocks in: 

Atlanta, Boston, Chicago, Dayton, Detroit, Elmira, 

Hortford, Los Angeles, New York, Bhiladelphia, 

Seattle, Portlond, Minneapolis, Oakland, St. 

Lovis, Toronto. 

For More Information Write No. 167 
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small Gears... very small Gears . . . extremely small Gears... 


PRECISION-MADE IN PRODUCTION QUANTITIES! 


We'll take off our hats to nobody when it comes to filling require- 

ments for Gears to 120 DP.—turned out in economical quantity 

PRACTIONAL Wo runs—which meet the toughest specifications! Bevels, Helixes, 
Gj Internals, Clusters —of steel or aluminum —miniaturize as you will, 

G.S. can design and produce the Gears you need for Instruments — 

Appliances — Missiles —Control Systems—and the like. Our ability 

to give spectacularly uniform performance on Gearing of small size 

or fine pitch has, perhaps, been our best-known specialty during 

our 43 years of dealing with demanding users (though today we 

do many other Gear-making jobs with equal facility and skill). 


Have you an application where precision in small Gears is a vital 
factor in smooth and satisfactory production in your plant, or 
trouble-free performance of your product in use? Then put the 
specially-trained, broadly experienced G.S. Gear Engineers, and the 
superbly equipped G.S. plant, on your team. Today would be a 
good time to start! 


Specialties, Inc. ° 


: SEND FOR G.S. illustrated folder! See where and how we mass- 
fee MEDILL AVENUE manufacture Small Gearing to uniformly fine tolerances. Folder 
CHICAGO 47, ILLINOIS contains 23 pictures of Small Gears, plant view, Diametral and Cir- 

cular Pitch T «les. Ask for yourcopyon company stationery, please! 


SPURS © SPIRALS © HELICALS © BEVELS © INTERNALS 
WORM GEARING © RACKS © THREAD GRINDING 


WORLD'S LARGEST EXCLUSIVE MANUFACTURER 


OF FRACTIONAL HORSEPOWER GEARING @ F4 Yeats of Ap ° byl in Small Gearing! 
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taking, as previously developed in 
the regular quarterly inventory 
of “Hi-Value” items; the annual 
inventory of “Middle-Value” 
items, and the tri-annual inven- 
tory of “Lo-Value” items. 

These existing inventory checks 
will continue to be made. The 
simultaneous inventory which is 
being made is designed as extra 
insurance that full use is being 
made of all assets. It also will 
provide a better base for future 
requirements and budget projec- 
tions. 


e@ Commerce Dept. Urges 
‘Hard Sell’ for Exports 


The government is devising a 
bold new program to stimulate 
exports of U.S. goods abroad. This 
is the Administration answer to 
our current adverse balance of 
trade. 

Advocates of tariff protection 
to reduce the volume of imports 
have found little support in the 
Administration. Secretary of Com- 
merce Frederick H. Mueller main- 
tains that any effort on our part 
to reduce imports would be met 
by similar measures abroad. 


Selling the Goods 


Instead Secretary Mueller sug- 
gests a “hard sell” program, under 
which we would go out and sell 
more U.S. goods abroad. The 
Commerce official says that our 
objective should be to sell our 
wares rather than our economic 
system. 

In essence, he suggests a broad 
program which includes beefing 
up the commercial staffs of our 
embassies abroad with more com- 
mercial attaches. He also ad- 
vocates that we establish trade 
centers and permanent exhibits 
abroad. And at the same time, he 
recommends that the U.S. busi- 


Life in rem excited states... 


“Have you seen 
the pipe inspector?” 


How Ace keeps : 
you out of 
the tight spots 


We admire men who jump right 
into the tough problems, but our 
business is eliminating problems 
completely. That is, problems of 
corrosion and contamination in pip- 
ing, valves, pumps, tanks, and the 
like. Good equipment keeps you 
always in the clear. Our 108 years 
of experience is at your service. 








ee oe 


Ace chemical- 
resistant rubber- 
lined steel pipe 
bes: for high- 
pressure, big 
sizes, or abra- 
sives. Pipe, fit- 
tings and valves 
1% to 24”. 


pict 





STRENGTH 
OF STEEL 











Highly efficient 
WE pump. Ca- 
pacity to 360 
m. Cast iron, 
ully protected 
pew quality, 
chemical resist- 
ant hard rubber 
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: 
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i 
I 
I 
i 


BIG GIANT OF 
ACID PUMPS 








Design assist- 
ance and facili- 
ties for molding 
special fittings, 
pump parts, etc., 
of plastics or 
hard rubber. 
Also large hand- 
fabricating fa- 
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Variety and qual- 

ity to match any 
plastic piping. 
Riviclor PVC, 
Ace-Ite rubber- 
plastic, Parian 
poly, Ace Saran, 
Tempron high 
temperature 
nitrile, hard rub- 
ber-lined steel. 





Supermorket for 


PLASTIC FITTING 








cilities. 





ness community be stimulated to 
increase exports. 

As a final and clinching seg- 
ment of his plan, Secretary 
Mueller favors expansion of ex- 
port credit facilities. This would 
include an expanded government 
program of insuring credit ex- 
tended to foreign buyers. A. N. 
Wecksler 


ACE processing equipment of rubbe 


AMERICAN HARD RUBBER COMPANY, 
DIVISION OF AMERACE CORPORATION 


Ace Road ° Butler, New Jersey 
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MS/AN CONNECTORS 


Relied upon since 1939. Latest de- 
sign advancement is new “Stub E” 
construction—shortest lightest “E.” 


MINI CONNECTORS 


Complete new family of miniature 
“E’s”—altitude-moisture resistant. 
Sizes 12 to 22—3 to 48 contacts. 


RF CONNECTORS 


All RF series available, including re- 
markable Subminax. New Quick-Crimp 
BNC’s cut assembly time in half. 


PRIN-CIR CONNECTORS 


Receptacles, plugs and adapters with 
super-reliable gold-plated contacts. 
From 6 to 22 contacts. RACK & PANEL CONNECTORS 
Seven families 
available for every 
R & P application. 
Patented crimp 
Poke-Home contacts 
in 93 & 94 series. 


COAXIAL CABLE 


Most complete line anywhere of 
RG-/U polyethylene and Teflon co- 
axial cables. Miniatures also. 


i tan 
ms 
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ALL STANDARD AMPHENOL 
COMPONENTS STOCKED IN 
DEPTH BY YOUR AUTHORIZED 
AMPHENOL DISTRIBUTOR... 


¢ ask FOR YOUR COPY OF CATALOG IEC! 


DISTRIBUTOR DIVISION 
BROADVIEW, ILLINOIS 
Amphenol-Borg Electronics Corporation 
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Steel Expert Gives 
P.A.’s Grim Warning 


“Don’t be a patsy. Don’t be- 
lieve those who tell you steel will 
be easy to get. It won’t be.” That’s 
the sobering advice Iron Age 
Editor-in-Chief Tom Campbell 
gave P.A.’s at the January meet- 
ing of the North Jersey Purchas- 
ing Agents Assn., held in Newark, 
N.J. 

As Campbell sees it, steel sup- 
plies will be “very tight” through 
mid-1960 and “relatively tight” 
during the last half of the year. 

Specific steel items which he 
believes will be under the great- 
est supply pressure: cold-rolled 
sheets, galvanized sheets, silicon 
sheets, special structural shapes, 
tinplate, hot-rolled bars, cold- 
rolled strip, hot-rolled sheets, and 
hot-rolled strip. 


Price Hike in Two Months 


Campbell was also pessimistic 
about the steel price outlook. 
“Those who tell you that costs 
for the steel companies won’t in- 
crease until the 7¢-per-hour wage 
increase goes through Dec. 1 are 
off base,” he declared. “Since Jan- 
uary 1, the steelworkers have 
been getting 6-9¢ an hour in in- 
creased insurance benefits. The 
money has to come from some- 
where.” 

It’s Campbell’s belief that the 
small steel companies will be the 
first to raise prices—probably 
within a month or two. There’s a 
possibility that a dual pricing situ- 
ation might exist for a while, with 
the small companies charging 
more. than the large companies. 
But the likelihood is that it won’t 
take the large steel producers long 
to put through their own price 
hikes. The price increases may be 
selective, said Campbell, “but 
you’re likely to find that the 
selected items are the ones you 
need most.” 

Even without an official price 
increase, Campbell warned P.A.’s 
that steel products will cost more. 
“You'll be paying for freight that 
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Iron Age’s Tom Campbell 


Continuing steel shortages and a 
price hike soon. 


your suppliers used to absorb, 
you may not be able to get the 
item you want and have to switch 
to a higher priced substitute, and 
there will be extra charges that 
most P.A.’s haven’t even heard 
of.” He estimated the cost of these 
more-or-less hidden price in- 
creases at $1.50 per ton for the 
average metalworking company. 


“Blood Dates" 


Campbell also gave P.A.’s a few 
critical “blood dates” affecting the 
steel outlook: 

December 1, 1960 when the 
steelworkers get their 7¢-per-hour 
wage increase. 

October 1, 1961 when steel 
Wages go up again. Cost to the 
companies will be 10.16¢ per hour. 
It’s likely the steel companies will 
again raise prices to cover their 
increased costs. 

June 30, 1962 when the current 
contract runs out. Another strike 
is probable, said Campbell, be- 
cause the current agreement was 
a “shot-gun wedding.” 

Touching on the negotiations in 
Washington leading up to the steel 
settlement, Campbell emphatical- 
ly denied that there was a deal 
between the steel companies and 


Vice President Nixon. He said that 
“many of the Democrats claim it 
was a case of the steel companies 
saying ‘okay, we'll take this hor- 
rible package and won't raise 
prices until Dec. 1—after the elec- 
tion—just to make you look 
good’.” But Campbell added “I 
just can’t believe that the presi- 
dents of the 11 largest steel com- 
panies would enter into a quasi- 
price-fixing agreement. In fact, 
if they did, they would be violat- 
ing the law of the country.” 

Asked about the outcome of the 
2B local practice controversy, 
Campbell said he didn’t think any- 
thing would happen. “It’s been 
referred to committee, and if 
you’ve ever referred anything to 
a committee you know what I 
mean.” 


Stress Engineering- 
Purchasing Cooperation 


Two important responsibilities 
of engineering to purchasing have 
been outlined by H. A. Williams, 
director of purchases for Eaton 
Manufacturing Company. 

Speaking at the annual meeting 
of the Society of Automotive 
Engineering, Mr. Williams noted 
that the engineering department 
should provide assistance in: 

(1) Obtaining cost reductions 
by designing parts that lend them- 
selves to such things as alternate 
materials, suppliers capabilities, 
and new processes. 

(2) Getting fair competition 
into procurement of all items. 

He stated that “any purchasing 
department’s main responsibility 
is to obtain competition in its 
procurement activities, which is, 
of course, the most effective way 
purchasing can contribute to the 
control of costs. Obviously, it is 
difficult for purchasing to obtain 
competition where engineering’s 
designs restrict us to a single ven- 
dor or even a single industry.” 

Mr. Williams observed that “en- 
gineers almost universally, if left 
to their own devices, will design 
a part so that it will (A) never 
wear out, (B) never break, and 
(C) never heed any maintenance. 
There is nothing intrinsically 
wrong with this viewpoint—ex- 
cept that all too frequently no- 
body can afford it.” 
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information For Your Catalog Files 





ARC WELDING 


A 64-page booklet on arc welding products and 
engineering data. Form ADC 650 includes applica- 
tions, procedures, and pertinent A.W.S.A.S.T.M. 
nformation. Electrodes are listed chronologically 
by AWS classification number. 

Air Reduction Company, Inc. 


Write No. 1 on Inquiry Card—Page 32 


COMPRESSORS 


Form E-269 describes industrial rotary stationary 
compressors. Includes specifications for com- 
pressors of 20 to 125 h.p. Covers units with air- 
ooled or water-cooled oil coolers. 

Davey Compressor Co. 


Write No. 2 on Inquiry Card—Page 32 


CONTROL SYSTEMS 
A four-page two-color bulletin describing and il- 
lustrating hydraulic control systems for one, two, 
and three dimensional applications on machine 
tools. A portion of bulletin SB-2 is devoted to the 
tracer components, including cylinders and power 
units. 


True-Trace Corporation 
Write No. 3 on Inquiry Card—Page 32 


COUPLERS 


\ 20-page catalog on automatic, semi-automatic, 

ind regular quick detachable couplers. Also shows 
actical applications of couplers, fittings, hoses, 

und three-way sleeve valves for use with various 
r-operated tools and fixtures. 


Foster Manufacturing Company, Inc. 
Write No. 4 on Inquiry Card—Page 32 


DRILL BUSHINGS 


\ catalog on various sizes and types of drill jig 
y»ushings. Includes color-coded tables, prices, and 
juantity discounts. 


American Drill Bushing Co. 
Write No. 5 on Inquiry Card—Page 32 


FIRE ALARM SYSTEMS 


\ 36-page two-color catalog on fire alarm sys- 


tems. Covers components and accessory equip- 
ent, along with typical job specifications. 
Standard Electric Time Company 
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FORK TRUCKS 


Bulletin No. SS-363 describes a 4000-lb. capacity 
battery powered fork truck. The four-page folder 
gives complete engineering and dimensional spec- 
ifications. Explains operating features, hydraulic 
mechanism, and construction. 


Clark Equipment Company 
Write No. 7 on Inquiry Card—Page 32 


INSTRUMENT CASES 


A two-color catalog on instrument cases. De- 
scribes the use of various kinds of protective 
packaging for instruments needing protection 
against heat, humidity, salt spray, water, fungus, 
pressure, shock, and fire. 


Zero Mfg. Co. 
Write No. 8 on Inquiry Card—Page 32 


INSULATION 


Catalog IN-244A covers thermal insulations in 
applications ranging from —400 degrees F to 3000 
degrees F. The 54-page bulletin contains six com- 
plete sections, each devoted to a specialized group. 
Includes application photos, descriptions, available 
forms, advantages, and specification data for each 
product. 


Johns-Manville Sales Corporation 
Write No. 9 on Inquiry Card—Page 32 


MOLYBDENUM 


A 12-page brochure describing the applications, 
physical properties, and production processes of 
molybdenum. Lists the forms of molybdenum 
available commercially and explores new uses 
in the refractory metals field. 


General Telephone & Electronics Corporation 
Write No. 10 on Inquiry Card—Page 32 


MOTOR CONTROLS 


Catalog 5900 covers general motor control prod- 
ucts. The 72-page color bulletin has selection 
charts for magnetic and manual starters, contain- 
ing horsepower, motor speed, heater size, and en- 
closure choices. Also has data on drum controllers, 
pressure switches, and pilot devices. 


Furnas Electric Company 
Write No. 11 on Inquiry Card—Page 32 


MOTOR REDUCERS 


Catalog MR-58 covers vertical motor reducers and 
in-line reducers. The 28-page bulletin describes 
construction and mechanical features of reducers 
in eight housing sizes for applications up to 125 h.p. 
Load characteristics are outlined and mounting 
dimensions are listed. 


Philadelphia Gear Corporation 
Write No. 12 on Inquiry Card—Page 32 
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U.S. ROYAL V-BELTS trom the Power Unlimited complete belt line 


Exclusive new process gives 








balanced driving power 


Now you can give your equipment the kind of driving 
power that comes only from V-belts that are as close-to- 
perfect as the world’s most advanced manufacturing meth- 
ods can make them. Specially developed equipment auto- 
matically controls thickness, weight, density, length, and 
tension members so precisely that each U.S. Royal gives 
you balanced driving power that pays off in every aspect of 
a belt’s performance. 

Smoother running. Variations inherent in other belts lead 
to vibration, intermittent slippage, increased bearing wear, 
excessive heat build-up, and early belt failure. Because of 
the “balanced driving power” resulting from exclusive man- 
ufacturing processes, U.S. Royals are the sweetest running 


Mechanical Goods Division 


belts in the business. 

Unequaled length stability. Test after test has demon- 
strated that each U.S. Royal V-Belt with balanced driving 
power is a perfect working match for the others in its set. 
And every U.S. Royal V-Belt on a multiple drive will con- 
tinue to pull its share of the load long after other “matched” 
belts have begun to assert their individuality. 

No weak spots. Because there are no “weak links,” you 
get longer lasting driving power and greater freedom from 
mairitenance than ever before. Take advantage of the bal- 
anced driving power only U.S. Royal V-Belts offer. Your 
“U.S.” Power Transmission Distributor has full stocks to 
service you promptly. 


United States Rubber 


WORLD 


Rockefeller Center, New York 20, N.Y. 


For More infromation Write No. 


Fesruary 1, 1960 


S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 


In Canada: Dominion Rubber Company, Ltd. 
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from this versatile telephone! 


Is yours? 





It’s THE CALL DIRECTOR telephone 


We're getting high praise for it from business 
firms all over the country. It’s boosting operating 
efficiency —at low cost— wherever it is being used. 

Efficiency is the Call Director’s strong suit. Its 
versatile pushbuttons put as many as 29 outside, 
extension or intercom lines right at your fingertips. 
With Bell System intercom, it gives you interoffice 
connections in an instant. It permits six-way tele- 
phone conferences. It lets you add others to calls 
on your line and hold calls on several lines at 


Available in an 18-button executive mode/ (shown) and a 
30-button secretarial mode/...both in green, gray or beige. 


once if you wish. You just push a button—or dial. 


The effect it has on productivity and profits 
will delight you! 


ONLY ONE EXAMPLE 


The Call Director is only one example of new 
Bell System equipment now available to serve you 
profitably. Why not learn about all these new de- 
velopments? Just call your Bell Telephone business 
office and a representative will visit you at your 
convenience. No obligation, of course. 


) BELL TELEPHONE SYSTEM 
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MOTORS 


Bulletin No. 196 describes 
drip-proof motors. The four- 
page ‘catalog illustrates five 
outstanding design features. 
Explains advantages where 
conditions of moisture, humid- 
ity, dust, oil, and chemicals 
exist. 

Sterling Electric Motors, Inc. 


Write No. 13 on Inquiry Card—Page 32 


RECTIFIERS 


Bulletin No. 6101-1A describes 
flexible silicon power recti- 
fiers. The eight-page two-color 
catalog covers cost, reliability, 
efficiency, and maintenance. 
I-T-E Circuit Breaker Company 


Write No. 14 on Inquiry Card—Page 32 


SPEED REDUCERS 


Bulletin No. M-140 covers 
flanged and motorized worm 
gear speed reducers. The 28- 
page catalog has illustrations, 
charts, and tables for reducers 
in nine complete series. 
Perfection Gear Company 


Write No. 15 on Inquiry Card—Page 32 


SPRINGS 


A 20-page catalog listing over 
750 different springs available 
from stock. Contains engineer- 
ing data and prices for com- 
pression and extension springs 
in stainless steel and music 
wire. 


Leetronics, Inc. 
Write No. 16 on Inquiry Card—Page 32 


STAINLESS STEEL 


A 34-page catalog on stainless 
steel sheet and strip. The il- 
lustrated bulletin includes tol- 
erance tables, laboratory cor- 
rosion data, and applications. 
Jones & Laughlin Steel Corporation 
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New =¥.1@) 
2. DOT... 


Nails down freight 
information concisely 
and constantly for 
shipper satisfaction 


B&O’s latest feat in modern railroading gives 
carload shippers faster freight tracing electroni- 
cally. B&O ... DOT... flashes terminal to 
terminal movements to system headquarters. 
From this one nerve center, the complete pic- 
ture on car movement is relayed to all B&O 
traffic offices in the U. S. and Canada—24 hours 
a day. 

Now B&O can help shippers’ plans with even 
better information ina faster way. Ask our man! 


ite alle Nia eed Wat ed Ma 


BALTIMORE & OHIO RAILROAD 


The line of SENTINEL Service—TIME SAVER Service—TOFCEE Service 
For More Information Write No. 173 on Inquiry Card—Page 32 
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PEPRASSE ALUMINUM 
helps tell 


how she’s doing! 


Ballistic missile success hinges on 
intelligence obtained in test firings. 
Tracking data — reporting velocity, 
direction, altitude, temperature, etc. is 
vital— when processed, it guides critical 
design changes. 


Heart of the intricate data process- 
ing system at Cape Canaveral isa Potter 
Magnityper —a high speed electronic 
printer that decodes raw material... 
then stores, collates, interprets and 
prints at 72 thousand characters per 
minute. Lightweight, non-magnetic 
aluminum is essential to its efficient 
operation —that’s why the Magnityper 
is made almost completely of Frasse 
aluminum. 


Frasse ships the required sizes 
quickly from stock—in the grades that 





























Peter A. KF rasse 























contribute to its ease of fabrication and 
performance. For example, Frasse sup- 
plies 2024-T4 bars for strength and 
machinability, 5052-H34 sheet for 
formability and weldability and “775” 
tooling plate for dimensional accuracy 
with no distortion when worked. 


Perhaps these same qualities can 
increase the efficiency of your product 
—or reduce fabricating costs. It’s worth 
investigating—and a Frasse aluminum 
specialist will be glad to help. There’s 
no obligation — simply write or call 
your nearest Frasse office. You’ll be 
glad you did. 


Pipe « Fittings « Valves « E 
Tool and Jig Plate 


- Screw Machine Stock « Bars * Rods * Wire 
Call ERASSE for ALUMINUM 4 Sees +,Fiates + Tubing +, Holebar 


& Co., Inc. 


NEW YORK 13, N. Y. PHILADELPHIA 29, PA. BUFFALO 7, N. Y. SYRACUSE 1, N. Y. HARTFORD 1, CONN. 
17 Grand St. 3911 Wissahickon Ave. P. O. Box K, Sta. B P.O. Box 1267 P.O. Box 1949 
WaAlker 5-2200 BAlidwin 9-9900 BEdford 4700 HOward 3-8655 JAckson 9-6861 
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ONE handy directory for « propuct sources 


Res: 8 


ee 
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Conover-Mast 
Surchasing Direct 


Conover-Mast Purchasing Directory 
can be kept right at your desk 


Because C-MPD is designed for industrial buying it is com- 
pact...yet complete. And now you can use it for checking 
telephone numbers of companies that sell to industry. Never 
before has so much information been put into one volume for 
industrial Purchasing Agents. 
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°® ADDRESSES 

© TELEPHONE NUMBERS hee 
e TRADE NAMES 

© SIZE INDICATORS : 
© MECHANICAL DATA 


Conover-Mast 
oe 7. 
Purchasing Directory 
205 E.42nd Street »* New York 17, N. Y. 
Murray Hill 9-3250 


For More Information about ad on following e 
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Jim Weaver, 

who supervised construction of 
new type chlorine and caustic soda 
tank cars, says 

you'll like doing business 

with Columbia-Southern 


Jim Weaver and other members of Columbia-Southern’s Traffic 
Department have pioneered a long list of improvements in the safe and 
economical shipping of chemicals. The company’s new fleet of tank 
barges incorporates many special features designed for more efficient 
handling of bulk quantities. Columbia-Southern’s liquid caustic tank 
cars were the first to use a special lining that permits delivery of high 
concentration caustic—free from metallic pickup. Also, Columbia- 
Southern developed the use of the dome safety platform on tank cars, 
as an effective safeguard against accidents during loading and 
unloading. 

This customer-oriented attitude is common to all Columbia-Southern 
activities. For example, Columbia-Southern caustic soda is available 
in a variety of forms and grades, providing each customer with the 
particular caustic best suited for his facilities and needs. Customers 
can choose from solid, flake (in fine or medium particle size), or 
liquid (in 50% or 73% concentration). In addition, there’s a highly 
purified grade of liquid caustic, for special uses such as rayon manu- 
facture. And your Columbia-Southern Technical Service Representa- 
tive is always available for professional consultation on the proper 
application of these various forms of caustic soda. 

Buyers of chemicals in every industry like this thoroughness, because 
it adds up to extra profits for them. You’ll find that it will for you, too. 


Anhydrous Ammonia, Barium Chemicals, Benzene Hexachloride, Calcium Chloride, Calcium 
Hypochlorite (Pittchlor®, Pittabs®), Carbon Tetrachloride, Caustic Potash, Caustic Soda, 
Chlorine, Chlorinated Benzenes, Chloro IPC, Chrome Chemicals, Hydrogen Peroxide, Muriatic 
Acid, Pacific Crystals, Perchlorethylene, Rubber Pigments (Calcene®, Hi-Sil®, Silene®), 
Soda Ash, Sodium Bicarbonate, Sodium Sulfate, Titanium Tetrachloride, Trichlorethylene 


columbi 
mia, hern 


CHEMICAL CORPORATION 


A Subsidiary of Pittsburgh Plate Glass Company * One Gateway Center, Pittsburgh 22, Pa. 





Purchasing People in The News 





Standard Oil Company (Indi- 
ana), Chicago, Ill. has announced 
the appointment of Edward M. 
Bruzelius as coordinator of trade 
relations in the purchasing de- 
partment. He will succeed Clif- 
ford J. Gurney who has retired 
ifter 39 years of service with the 
‘company. Mr. Bruzelius joined 
Standard in 1937 at its Sugar 
Creek, Mo., refinery where he ad- 

ed to head engineer. He was 
purchasing development 
nager in 1953 at the Chicago 
ral office. Two years later he 
me a buyer. He received his 
legree in mechanical engi- 

s at University of Kansas. 


promotion of Robert K. 
Swander to staff level status for 
Heath Company, Benton Harbor, 
Mich., has been announced. Mr. 


Robert K. Swander 


ler has been director of 

asing for the past year, and 

hasing agent for the com- 

y since 1950. He was formerly 

h Remington Rand Co. in Ben- 
1 Harbor. 


Value Analysis Inc., Schenecta- 
ly, N. Y. has named Wayne Rug- 
its staff. Value Analysis 

a consulting firm offering 

rices designed to increase prof- 
eliminating unnecessary 

ts in the entire business cycle 
from product design to customer 
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purchases. Mr. Ruggles comes to 
the group from the Value Analy- 
sis Section of GE’s Home Laundry 
Department in Indianapolis, Ind. 
He will be located at V.A. Inc., 
721 N. Main St., Wheaton, IIl. 


Benjamin Katz has been named 
director of purchasing for Polarad 
Electronics Corporation, Long 
Island City, N. ¥. Mr. Katz has 
been engaged in various manage- 
ment phases of the electronics 
industry. For the past 17 years 
he has been active in the fields 
of purchasing, industrial rela- 
tions, and sales and marketing. 
More recently, he held the posi- 
tion of director of purchasing 
at the Transmitter Equipment 
Manufacturing Company and of 
the Electronics Division of Otis 
Elevator Company. Mr. Katz is 
president of the Purchasing 
Agents of the Radio and Tele- 
vision Industry and a member of 
the New York Purchasing Agents 
Association. He has a B.S. degree 
from the City College of New 
York. 


A. D. Tracy has been appointed 
purchasing agent for Pittsburgh 
Forgings Company, Coraopolis, 
Pa. He succeeds C. F. Yoders who 
has retired. 


Realignment of Chance Vought 
Aircraft’s purchasing organization 
at Dallas, Texas has been an- 
nounced. 

Procurement activity for the 
Vought Aeronautics Division is 
under direction of W. R. Keifer, 
materials manager, with W. H. 
Haugh as general purchasing 
agent. J. R. Bruno is purchasing 
agent for general purchases and 
W. H. Andrews for subcontracting 
and sub-systems. 

B. A. Carlson, materials branch 
manager, will be in charge of pur- 
chasing for the Vought Electronics 
and Astronautics Divisions. A. J. 
Patton will be purchasing agent 
for the astronautics group and 
Gordon Furnas for electronics. 


Procurement for the Range Sys- 
tems and Research Divisions also 
will be under Mr. Carlson’s direc- 
tion. Pending appointment of pur- 
chasing agents for these divisions, 
Mr. Patton will handle their 
affairs. 


Peter Gianaris has been ap- 
pointed manager-materials for the 
Everett Foundries of General 
Electric Company’s Foundry De- 
partment, Everett, Mass. Mr. Gia- 
naris began work with the New 
England Telephone Co. in the ad- 
vertising component, and later did 
free lance advertising in the 
Greater Boston area. In March 
1951 he joined GE on the wage 
rate & planning program with 
assignments in apprentice train- 
ing, press, tool and die, forge shop 
and the foundry before accepting 
an assignment as specialist-time 
standards data. Later he was 
given the position of specialist- 
advanced planning & methods. 
He is a graduate of Boston Uni- 
versity. 


Herbert Fleck has been named 
vice president, production, for 
both the Chicago, Ill. and Trertton, 
N. J. plants of Cromwell Paper 


Herbert Fleck 


Company. Mr. Fleck had been 
purchasing agent and controller 
for several years. He will head- 
quarter at the Chicago Cromwell 
plant, 4801 South Whipple. 
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“We found a way to get complete inventory turnover in 60 days,” 


says Mr. Robert W. Boldt, Purchasing Agent, Borg-Warner Industrial Cranes, 
Ingersoll Products Division, Borg-Warner Corporation, Chicago, Illinois 
Manufacturers of overhead, gantry and jib cranes. 


“Our cranes are designed and engineered 
to fit the duty cycle of a particular job,” 
says Mr. Boldt. “We buy material on a 
tailor-made basis, because we can’t antici- 
pate our needs. We maintain the smallest 
possible inventory and concentrate our 
purchases on a day-to-day basis. 
“U.S. Steel Supply has helped us reach 
a high degree of production efficiency in 
our existing plant area. We’ve reduced 
capital investment and eliminated a lot of 
scrap loss. We get fast replacement of off- 
standard specifications. We’ve slashed in- 
ventories and brought our goal for a 60-day 
inventory turnover within range.” 
Do you have an inventory problem? A 
scrap problem? A production problem? U. S. Steel Supply 
Perhaps U.S. Steel Supply’s new and help- Divi sion of 
ful booklet entitled “How To Subtract S 
Hidden Inventory Costs” can help you United States Steel 
solve it. Write to our Chicago Office, or call 
your nearest U.S. Steel Supply Steel Serv- 
ice Center. You'll find us in the Yellow 
Pages listed under Steel. 


USS is a registered trademark 


Stee! Service Centers and Complete Stee! Strapping Service at: 

Baltimore, Birmingham, Boston, Chicago, Moline, Cleveland, Houston, Dallas, 
Los Angeles, Memphis, Milwaukee, Newark, Southington (Conn.), Philadelphia, 
Seattie, Portiand (Ore.), Pittsburgh, St. Louis, $t. Paui, San Francisco. 


General Offices: 208 South LaSalle Street, Chicago 4, Ii! 





Xoomy steps 
Solid underfoot 
tasy to handle 


Alco-Lite 1 to 12 step 
all-stee! Ladder Stands 
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Roll Easily! 


Special casters 
retract auto- 
matically 
under users 
" & weight—o9 

steps and over 
feature foot 
activated front 
caster brake. 














Special taper lets 
you stand closer to 
your work. Entire 
unit finished with 
rust-fesistant 
aluminum coating. 
FREE 
CATALOG! 


Aluminum 


Ladder Ce 
W. Darlington St. Ext. 
Florence 9, S. C. 
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Letters To The Editor 





PURCHASING FILM 


Dear Sir: 
Thank you for the loan of the 
film, “Industrial Purchasing.” 
It was the unanimous opinion 
of those who viewed this film that 
it was an excellent production, 
and we do appreciate your co- 
operation. 
A. L. Van Keuren 
Purchasing Agent 
The Welch Grape 
Juice Company 
Westfield, New York 


@ We are pleased to lend “Indus- 
trial Purchasing” for showing to 
company and association meet- 
ings. The film is 16mm. in full 
color, with sound. Running time: 
22 minutes. For reservations con- 
tact Miss Irene Kreidler, Pur- 
CHASING Magazine, 205 East 42nd 
Street, New York 17, New York. 


INVITED BACK 


Dear Sir: 

We were very pleased to see the 
report of the Carolinas-Virginia 
meeting in the January 4 issue of 
your splendid publication. 

We would like to take this op- 
portunity to thank your entire 
staff for the very fine manner in 
which you have always cooper- 
ated with our association and the 
purchasing profession. 

It was certainly a pleasure to 
have Ned Kellogg with us at Pine- 
hurst and hope we will have the 
privilege of his or some other 
staff member’s attendance at sev- 
eral of our meetings in 1960. 

C. C. Johnson, Jr. 
R. J. Reynolds Tobacco Co. 
Winston-Salem, N. C. 


KEEPING OUR HEAD 
ABOVE WATER 


Dear Sir: 

We would like to obtain about 
25 reprints of the article “Let’s 
Give Purchasing a Fair Shake” 
by Frank William Wood, which 
appeared in the November 23 is- 
sue. 

This article hits the proverbial 
nail on the head and we would 
like to see that every engineer in 


our company reads it. 
Robert C. Danis 
Purchasing Agent 
Behlman Engineering Co. 
Burbank, Calif. 


Dear Sir: 

We would like 200 copies of the 
article, “Let’s Give Purchasing A 
Fair Shake” for distribution with- 
in our company. 

John J. Kelly 
Epsco, Incorporated 
Cambridge, Mass. 


Dear Sir: 

An article entitled, “Let’s Give 
Purchasing A Fair Shake” has 
occasioned considerable interest 
among personnel of this Com- 
mand. 

We would like to distribute 
copies of the article to certain of 
our employees. We are, therefore, 
requesting that permission be 
granted to allow us to reproduce 
75 copies of the article for dis- 
semination among our personnel. 

J. W. Allen 

Chief, Legal Office 
Quartermaster Research & 
Engineering Command, U.S.A. 
Natick, Mass. 


@ Our editorial office has been 
deluged with requests for mul- 
tiple copies of this article. We are 
making every attempt to keep 
pace with the tremendous de- 
mand. 


WHA’D HE SAY? 


Dear Sir: 

We are interested in buying 
tungsten carbide scrap. We are 
also interested in finding out who 
would be in the market for crys- 
talline tungsten powder and in 
what quantities. 

Gerald I. Krafsur 
Shwayder Chemical 
Metallurgy Corp. 
Detroit, Michigan 


° Perhaps some of our readers 
will be able to help Mr. Krafsur. 
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CASE HISTORIES FROM 
MT. VERNON FILES 


Stanley packs more power into its new line of low- 
cost, heavy-duty saws . .. and saves important weight 
doing it! They have been designed for greater utility, 
with such features as: Ball bearing guard — fingertip 
depth-or-bevel setting, uncluttered front — window 
brush-holder for simpler servicing, extra handling 
comfort, positive control, etc. Yet, with all these im- 
provements, Stanley is still able to sell these better 
saws for less! 

A big reason for this lower cost is Mt. Vernon’s 
coordinated four-fold die casting service: designing, 
die-making, casting and machining. Mt. Vernon 
worked closely with Stanley* to create light, thin- 
walled aluminum castings with strength to spare. All 
parts are produced with excellent surface finish to 
facilitate barrel burnishing. Many fit together without 
machining thereby contributing to lower manufactur- 
ing and assembly costs. 

Stanley is typical of the leading manufacturers in 
the power tool industry who know and rely on Mt. 
Vernon’s experience and facilities for die cast zinc 
and aluminum parts. As the largest independent die 


For More Information Write No. 


casting company — with over 200,000 square feet 
under one roof — our services and equipment are 
ready to help solve your design and production prob- 
lems. We'll be glad to discuss the advantages of die 
castings with you at any time. Just call your nearest 
Mt. Vernon sales representative. 

*Stanley Electric Tools. New Britain, Conn. 





MT. VERNON 


DIE CASTING CORP. 
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good 
Riverside continuous casting saves . 
you production time, cuts rejects riddance 


»sphor Bronze and other copper-base strip, rod, and to 
from Riverside produces consistently better end 


& ‘ ae ° 
roducts for you—free of weak points that result in Sw 
ejected pieces or whole batches. 1SS 


How do we do it? By continuous casting, a special 


99 
Riverside-Alloy process—a process that eliminates air Cheese 
holes and impurities, leaving a dense, homogeneous re ‘ 
sting for better wire-drawing and other fabrication 
re quirements. castin S ; 


Get the full cost-saving story from Riverside-Alloy 
Metal Division, H. K. Porter Company, Inc., Riverside, 


New Jersey. 


RIVERSIDE-ALLOY METAL |||) WK PORTER COMPANY, INC. 
DIVISION Til 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION: 

PEERLESS ELECTRIC DIVISION; Specialty Alloys—RIVERSIDE-ALLOY METAL DIVISION ; Refractories REFRACTORIES DIVISION; Electric Furnace Steel—CONNORS STEEL DIVISION, 

, AN-KIDD STEEL DIVISION; Fabricated Products —DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION, H. K. PORTER 
COMPANY de MEXICO, S A.; and in Canada, Refractories, “Disston” Tools “Federal” Wires and Cables “Nepcoduct” Systems—H. K. PORTER COMPANY (CANADA) LTD. 
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America’s 

most complete 
line of standard 
and special 
cold-finished 


STEEL BARS 


Rounds . . flats . . extra wide flats . . squares . . hexes. —AND THESE EXCLUSIVE SPECIALTY STEEL BARS: 

Always available in a full range of popular standard FATIGUE-PROOF® . . produced by "“e.t.d."” (Elevated 
sizes and lengths. Temperature Drawing) process. Guaranteed 140,000 
Cold-drawn . . tumed ond polished . . ground and psi minimum tensile. Fast machining. No heat treating 
polished. Exceptional size accuracy, straightness, con- necessary. 


centricity, and uniformity. Produced to standard or STRESSPROOF® with copper . 


: . contains copper for 
special tolerances. 


improved machinability and other properties. Guar- 
Carbon and alloy steels. La Salle produces a broad anteed yield, 100,000 psi in all sizes. 
line of high quality cold-finished steel bars in AIS! and 


hy I ing, fast ini teel. 
SAS colton ond wher ieiaial LA-LED® a lead bearing, fast machining stee 


Machines twice as fast as B-1112 . . 45% faster 
Screw machine steels, For improved machinability and than B-1113. Excellent ductility . . sounder cross 
increased production, La Salle offers the finest lead section. Permits better carburizing. 


rected of resuipiurized steel bors, Super LtA-LED®. . fastest machining steel ever com- 


Furnace treated steels, Careful furnace treatment de- mercially developed, Ideal for parts which previously 
velops required physical properties through quenching could be machined economically only from brass. 
and tempering. Annealing improves machinability. Excellent ductility and carburizing qualities. 


uw 


Ask for any or all of these reference materials Pease send the following Meratergs 


on ta Salle cold-finished steel bars [_] How to make your own machine and Name -— 


repair parts quicker and easier 


[J Wall chart listing 241 AISI grades Ss 
la STEEL co, of cold -finished steel bars 


(_] La Salle Leaded Steels Company — 
1432 150TH STREET (_] A new material . . (the story of 


FATIGUE-PROOF steel bars) | Eee anes 
a (-] Today’s Improved La Salle : ; : 
STRESSPROOF steel bars <a State__ 
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ON ALL KINDS | 


— 3 2 ap eagle! 


ON ALL KINDS OF 


Ag 


ON ALL KINDS OF MACHINES 


Ask your Capewell 
Distributor for... 
the complete story. . 


on ‘ 
oo 
Fach: 


ed 
ae 


Available 
only from 
Capewell 
Distributors 


THE CAPEWELL MFG. CO. 
HARTFORD 2, CONN, 
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FO B=“tilosoty of buying” 





Y ov TOO CAN be one of 
those who can say confidently, 
“So what’s so new about value 
analysis?” Just memorize and re- 
peat this quotation from The 
Saturday Evening Post: 

“The basis of scientific buying 
is to have an exact knowledge 
of the requirements to be met; 
to state those requirements so 
precisely in specifications that 
they cannot be misunderstood or 
evaded; and finally to see that the 
materials or articles of equipment 
furnished under the contract 
comply in every particular with 
the specifications. It is almost as 
necessary to draw specifications 
with a view to protection against 
securing too much in the way of 
quality as too little—for surplus 
quality almost invariably means 
surplus expense. To overshoot in 
quality and get a better article 
than is really needed is not econ- 
omy, but waste.” 

The Post carried that little 
item on value buying in October, 
1915. 

# 


lr NO ONE else cares to speak, 
I'd like to say a few words about 
California! That old gag is be- 
coming a reality as the public re- 


lations group of the Purchasing 
Agents Association of Los An- 
geles goes about its business. Led 
by indefatigable Bill Broker, it is 
putting on a strenuous campaign 
to make the May 22-25, 1960 
N.A.P.A. convention in Los An- 
geles the best attended of all time. 
If the success of the affair is in 
direct proportion to the amount 
of effort and ingenuity the Cali- 
fornia boys have put forth up to 
now, the convention should be a 
whopper. Their latest gimmick is 
to send all editors a special Mid- 
winter edition of the Los Angeles 
Times featuring stories of the 
growth of Southern California, 
guides to interesting places, and 
highlights of the area’s convention 
facilities. 
* > 


Mareriats handling-minded 
purchasing agents: Clark Equip- 
ment Company is sponsoring an 
essay contest with a $2000 first 
prize. Contestants are expected 
to discuss one or more unsolved 
materials handling problems with- 
in an industry or government 
facility, and propose one or more 
solutions. Anticipated or unsolved 
existing problems may be dis- 
cussed. This is certainly an area 
in which purchasing people are 


ANNUAL 


FURCHASING 


CONVENTION 





“Our next speaker needs no introduction. . .” 








involved. Why not try your hand 
at it? At best, you might win 
$2000. At worst, you can analyze 
a situation in your own plant and 
clarify it for yourself or for man- 
agement. Details on the contest 
can be obtained from any local 
chapter of the American Mate- 
rials Handling Society or Indus- 
trial Truck Division, Clark Equip- 
ment Co., Battle Creek, Mich. 


H ERE IS A post-Christmas note 
from a former P.A. (name sup- 
plied on request) which we offer 
without further comment: 

“Year after year it is said that 
those little messengers of hap- 
piness that come to a buyer’s 
home around Christmas are not 
bribes. They are sincere tokens 
of appreciation for past favors, 
and who could be so coarse, so 
ungracious, so lacking in common 
decency, to return them or refuse 
them. Would you destroy the 
spirit of giving? 

“After spending eight months of 
1959 doing favors for vendors 
(such as giving them orders) and 
only four in a position where such 
kind consideration is no longer 
possible, I might still expect some 
‘small token of appreciation.’ But 
somewhere, somehow the spirit 
got separated from the gracious 
and the decent. Only two Christ- 
mas cards arrived. 

“Thank you. No _ obligation 
please.” 


But ROEMER, director of pur- 
chases for Acushnet Process Com- 
pany, and his management be- 
lieve in direct action when it 
comes to matters affecting the 
welfare of business. In December 
a letter went out over Bill’s sig- 
nature, and that of R. B. Young, 
president, to all Acushnet sup- 


gor 
CORROSIVE 


SERVICE 





In many metals including... 
STAINLESS STEEL 

MONEL « NICHROME 
PHOSPHOR BRONZE 
ALUMINUM 

BRASS « COPPER 


For many uses involving... 
FILTER CLOTH © SIEVES 
STRAINERS « SCREENS 
BACKING CLOTH 

WIRE GUARDS 

BOLTING CLOTH 

SPACE CLOTH 


If you have a tough corrosion problem and need wire 


cloth or wire cloth parts, here’s a source of supply that 


knows the answers. We are proud of the quality of our 


cloth...accurate mesh count, close tolerance wire di- 


ameter, precision weaving...plus the know-how neces- 


sary to specify the proper alloy for your service conditions. 


pliers asking their support for a 
tax reform bill being proposed by Es 
U.S. Representatives A. S. Her- fo “ACCURACY 
long, Jr., (D-Fla.) and Howard 
H. Baker (R-Tenn.) Enclosed was 
a 14-page booklet explaining the 
bill and the goals it hopes to 
achieve . . . the end of unfair 
taxes, speeding of the national 
debt retirement, a blow at the 
roots of inflation. 


Write or call us today if you have a problem 
sing te cee calling for anti-corrosive wire cloth or wire 
cloth parts. Send for Bulletin F-C. 


ire Gloth 


COMPANY 


351 Verona Avenue * Newark 4, New Jersey 
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Al Rossoll: 
Detroit Area Service Engineer 


BL PAR’ 


The ELWELL-PARKER 


Electric Company 


1035 ST. CLAIR AVENUE 
CLEVELAND 3,O0HIO 


A Detroit auto maker 
proved it in the case of: 


THE MIDNIGHT DEADLINE 


It’s four o’clock in the afternoon. The maintenance department 
of a Detroit auto plant is on the phone to report an accident to a 
16,000 pound capacity die handler. The problem is serious... the 
truck must be ready for the midnight shift, and a needed part 
—not available from local stock —is 140 miles away in Cleveland. 


ELPAR’s Detroit service department goes into action. 

Service engineer George Tomecek heads for Cleveland in his car 
while partner Al Rossoll begins to organize a repair crew 
at the plant. Result: the part was delivered, the truck repaired 
and back in operation by the midnight deadline. 


This is a typical example of the service and personal attention 
that ELPAR users expect. It’s not in the specification sheet... 
and there’s no price tag on it... this is a way of doing business 
that makes friends out of customers. Take advantage of 

these extra values... make your next truck an ELPAR. 


Write for a copy of ELPAR’s general catalog. 


Leading producer of electric powered fork, platform and crane trucks 
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In Purchasing... 


Too SHORT for a separate article, too good to be 
passed over. That’s our editors’ judgment on a great num- 
ber of ideas and shortcuts they run across in their visits 
to purchasing departments all over the country. So 
they’ve created a whole new section to bring you these 
helpful hints for better buying. “Purchasing Pointers” 
appears in every issue, immediately following the edi- 
torial page. Be sure to check this page regularly for cap- 
sule suggestions on stepping up the efficiency of your de- 
partment. See p. 49. 


Associate Editor John Van de Water is one of those 
rare birds—a good purchasing man, a good engineer, and 
a good writer. John, who joined us a few months ago 
after service with Worthington Corporation as general 
buyer, displays aspects of all three talents in the article 
on buying for research on page 50. This is just one ex- 
ample of the type of article you can expect from a keen, 
experienced observer of the field. There'll be many more 
of this kind in the months to come—from John and the 
other members of our editorial staff. 


With taxes rising the way they are all of us are worried 
about possible waste and inefficiency in government buy- 
ing. If you live in Chicago, however, you can rest as- 
sured that your city purchasing department is working 
hard to make every dollar do a hundred cents’ worth of 
work. Value analysis is the answer—and the City P.A. 
tells you how his department is using it to save Chicago 
money. See p. 54. 


Strange as it may seem to outsiders, the purchasing 
agent generally has more brand-name and back-door 
buying troubles with MRO supplies than he does with 
production items. 

The reason is that production buying usually demands 
more time and attention. Casual or slipshod methods can’t 
be tolerated. Specifications must be closely drawn, stand- 
ards established, and the highest degree of competition 
encouraged if mangement is to get full value. MRO buy- 
ing becomes a secondary operation and tends to become 
dominated by the whims and prejudices of plant per- 
sonnel. But this needn’t be the case if your MRO pur- 
chasing is properly organized and governed by the same 
management policies that govern your production buying. 
In this issue an MRO buying specialist describes the im- 
portant role purchasing plays in his company’s extensive 
maintenance program. See p. 60. 


As usual, you'll find a broad range of purchasing topics 
covered in this issue: Negotiation (p. 52); Inventory 
Control (p. 56); and Paperwork (p. 58). 


ACRO-SMOOTH 

















Slashes Truck 


Maintenance 55% 


© A new concept in truck design 
. . . with step-less speed control 
. . « demountable electrical and 
hydraulic controls . . . easier serv- 
ice accessability . . . plus, a host 
of other important features that 
can halve your mointenance. 
Eliminate accidents . . . increase 
work output with ELPAR's new 
“Acro-Smooth", 4,000, 5,000, 
6,000 and 7,000 Ibs. capacity. 


Write for Complete Details Today! 


Ray Richards 
Publisher 





4035 ST. CLAIR AVE. + CLEVELAND 3, OHIO 
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A 2 WAY SAVING 


ON THE RESISTORS THAT ARE 
SETTING TODAY'S QUALITY STANDARDS 


te Now you can get Stackpole Coldite 70+ 
Resistors IMMEDIATELY through 28 strate- 
gically located distributors—at favorable prices 
for quantities up to 1,000 of a value! This 
makes an ideal set-up for obtaining resistors 
for small runs, production emergencies, military 
prototypes and “hurry-up” engineering proj- 
ects. And it saves you money in their procure- 
ment! 


2. No other resistors can match Coldite 
70+ for production line efficiency—because 
they’re far and away the easiest resistors to 
solder by any method. This saves your company 
money on their use! 

Coldite 70+ Resistors are the latest develop- 
ment of a firm which, since the early days of 
radio, has been one of the largest, most de- 


Electronic Components Division 
STACKPOLE CARBON COMPANY 
St. Marys, Pa. 


§ Ciie70 


pendable resistor suppliers. Laid end to end, 
the resistors Stackpole has produced would 
extend around the world so many times you’d 
get dizzy counting them! 

Coldite 70+ Resistors look good — and 
they’re every bit as good as they look. They’re 
unmatched for load life and moisture resist- 
ance. What’s more, performance far exceeds 
MIL-R-11 requirements. And now, for the 
first time in resistor procurement history, you 
can get such resistors in a complete line of 
RC-42 (2-watt); RC-32 (l-watt) and RC-20 
(4-watt) styles FROM STOCK from leading 


distributors! 
FOR ECONOMY AND CONVENIENCE on your smaller lot pur- 
chases, write, wire or call for name of nearest Coldite 


70+ distributor with complete stocks of all 3 sizes, all 
269 standard values, and all 3 standard tolerances. 


STACKPOLE 


RESISTORS 
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Can You 
Say 
No? 
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EDITORIAL 





Desprre ALL THE whistling in the dark that is going on, 
the fight against inflation has suffered a major setback. The 
steel settlement, it is true, has ended a dangerous impasse and 


opened the way for a new boom in 1960. For this we can all be 
thankful. 


But there are some cold facts for all to remember, particularly 
purchasing agents. The new wage agreement is going to cost the 
steel industry money—a billion dollars according to U.S. Steel’s 
Chairman Roger Blough. There is only one way for the industry 
to get that money: raise the price of steel. How much and when 
steel prices will go up is hard to say. The best guesses on the 
amount range around $3.50 to $4.00 a ton. The guesses on the 
timing are a little less precise. They run from April to December. 
In any event a steel price rise is practically inevitable. 


The purchasing agent who spends time wondering if suppliers 
will absorb any or all of the steel increase when it comes is 
daydreaming. No one absorbs higher costs if he can pass them 
on. So it would be the better part of wisdom to prepare now 
for price pressure all along the line—not only from suppliers 
who use steel in their products, but from almost all suppliers. 
Many will be adversely affected—directly or indirectly—by 
higher steel prices. Many of those who are not affected will 
simply be carried away with the excitement of the boom and 
will try to get in on a good thing while they can. 


Each request for an increase will have to be negotiated on 
its own merits, of course. If a supplier simply is unable to absorb 
higher raw material costs, you can’t force him to sell at a loss. 
On the other hand, it is your right—and obligation to your com- 
pany—to demand a reasonable breakdown of his costs as justifica- 
tion for a price increase. Casual costing is the rule rather than 
the exception in business and all costs—other components, over- 
head, administrative costs—are often jacked up along with raw 
material costs in the final price. A vigorous and consistent value 
and cost analysis program is desirable in purchasing at any time. 
It’s absolutely essential now. 


The experts are talking optimistically about a possible 2% 
increase in the general price level during 1960—nothing so in- 
flationary that it will “burn the house down” according to the 
New York Times. Purchasing must take action against even the 
sparks of inflation. It cannot passively accept any price increases, 
no matter how small the percentage, or it will be in default—to 
itself, its company, and the business community. To put it more 
bluntly, now is the time, as a prominent purchasing executive 
once put it, to “get up off our knees and learn to say NO!” 


uf Vernet 








METALOGICS —The Ryerson science of giving 


optimum value for every purchasing dollar. 
Get the complete story on Metalogics from your 
Ryerson representative. Be “Metalogical”—call Ryerson. 


STEEL* ALUMINUM ¢ PLASTICS * METALWORKING MACHINERY 


© RYERSON STEEL 


Joseph T. Ryerson & Son, inc., Member of the > Steel Family 


’ SERVICE CENTERS: BOSTON ¢ BUFFALO « CHARLOTTE « CHICAGO « CINCINNATI « CLEVELAND « DALLAS «+ DETROIT ¢ HOUSTON « INDIANAPOLIS 
NGELES « MILWAUKEE + NEW YORK + PHILADELPHIA « PITTSBURGH + ST. LOUIS * SAN FRANCISCO + SEATTLE + SPOKANE + WALLINGFORD 
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Purchasing Pointers 
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DON'T KEEP SALESMEN WAITING—It's good manners and good business to see 
callers promptly. A growing practice in many purchasing depart- 
ments is to have the receptionist call the buyer at specified 
intervals (usually not more than 10 minutes) to remind him that 
a salesman is waiting. At the Westinghouse plant in Columbus, 0., 
callers are given cards stamped with their arrival times. The 
card is turned in when the salesman goes in for an interview and 
is time-stamped again. The P. A. reviews these cards at the end of 
the day, and discusses unreasonable delays with the buyer in- 
volved. Now, salesmen rarely wait over an hour to see a buyer. 


SHIPMENTS IN ADVANCE—Shipments made in advance of purchase order sched- 
uling are becoming as much of a problem as delayed shipments. One 
purchasing department has cracked down by disallowing invoices 
on advance shipments. It uses a form notice to let the supplier 
know his invoice has been held up. The form makes the company's 
policy clear, avoids involved, time-consuming correspondence. 





SELLING SURPLUS EQUIPMENT—If your company is modernizing and you've got 
the job of disposing of a lot of used equipment, consider holding 
an auction. Professionals will handle the whole job for you. 
It's alot simpler than trying to get rid of the equipment piece- 
meal, and the return is just as good, if not better. 





GET TWO COPIES OF CATALOGS—If requests for catalogs come through your 
department, it's a good idea to get two copies of every catalog 
ordered. The second one can be kept in purchasing if you feel 
it has information of value. This will help to keep you well 
informed and up-to-date on the operating departments’ interests 
and requirements. 





QUESTIONS ON PURCHASE ORDERS—tThe puchasing agent who signs an order is 
not always the right person for vendors to contact when questions 
arise. Often someone on his staff is more familiar with certain 
phases of the order. To save time and avoid confusion many pur- 
chase orders carry this notes: "Correspondence on this order 
should be directedto..." followed by a space for insertion of 
the responsible buyer's name. 








STOCK REPLACEMENT REQUISITIONS—How often do you receive requisitions for 
stock replacement? Do they trickle in continually? Consider 
having stores prepare them only once every week or two weeks. 
This may give you.a chance to consolidate items and write fewer 
orders. And there's a better chance to get quantity discounts 
on larger orders. 
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Herbert E. Wendt: 


“In buying for a research laboratory, 


supplying information 
and knowing value 
are as important as 
placing orders.” 


Better Buying 
For Better Research 


Whether standard bolt or rare chemical, material is as important 


in the laboratory as it is in manufacturing. An alert purchasing 


department contributes time, information, and value to the research effort. 


By John Van de Water, Technical Editor 


‘HEMIST asks you to buy a 
ounds of a certain chemical. 
ll he has is a complicated 
la; he can’t tell you its name 
makes it. In fact, he isn’t 
ire if it is available at all! 
would you do? 
bert E. Wendt, purchasing 
wr the Air Reduction Com- 
research laboratories in 
Hill, N.J., takes such 
1s in stride. After he had 
emist devise a few approx- 
names from the formula, 


vontacted a number of manu- 


of related compounds. 
hemical was indeed not 
ble but an _ intermediate 
was, and from this the 
wry could make the re- 
material. Purchasing had 
another research project 
on its way. 
hough purchasing at Airco 
by no means a large opera- 
lume is well under a mil- 
lars annually—it performs 
aluable services. Much of 
ess is the result of Wendt’s 
ded approach to the buy- 
He wants at all times to: 
material moving; 
source of information; 
n a value basis; 
eep material moving, more 
uutine buying is needed. 
we are trying to do here 
provide a_ service,” says 
who represents the corpo- 


ration’s central purchasing depart- 
ment. “I. am an engineer myself 
and try to understand the lab’s 
problems. People here have 
peculiar problems and it is often 
necessary to discuss their require- 
ments with them at length.” 


Buying Patterns Change 


Soon after Wendt took over 
in 1947, Airco’s new research 
building at Murray Hill was 
opened. Mechanical development 
work and the manufacture of 
special equipment were empha- 
sized at first. In a few years, how- 
ever, other plants took over these 
activities and research turned to 


chemical and metallurgical lines. 
For purchasing this meant a 
change from buying mainly me- 
chanical parts and metals to buy- 
ing more specialized laboratory 
supplies. It had to learn new prod- 
ucts, cultivate new vendors, and 
develop new buying patterns. 
Today the research facility re- 
quires a great variety of mate- 
rials. Important items include 
chemicals, laboratory equipment 
and supplies, test apparatus, tanks 
and piping, and pressure vessels, 
as well as more common building 
and maintenance supplies. “In 
the years I’ve been here,” says 
Wendt, “I have bought just about 





Grace Yannunzio and Stanley Puza make sure requisitions are processed 
promptly and orders followed up regularly. 
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everything except livestock. And 
I expect that someday we’ll need 
that too.” 

Walking through the laboratory 
building one realizes the scope 
of the purchasing job. In the 
chemical labs weird structures of 
glassware rise to the ceilings. In 
other areas assorted pressure 
vessels stuck full of valves and 
gauges stand around like robots. 
Heat treating ovens, furnaces and 
welding rigs are fired up for 
metallurgical studies. Special 
rooms are crowded with electronic 
and mechanical testing equip- 
ment. A fully equipped machine 
shop builds special parts. An 
engineering section filled with a 
mass of piping and controls rep- 
resents a pre-pilot plant studying 
the fractionation of atmospheric 
gases. This is indeed a formidable 
array of purchased goods. 


Many Phone Orders 


Over half the 5000 purchase 
orders placed each year by Wendt 
and his two buyer-assistants are 
telephoned to the vendor. “We 
have to do a lot of shopping to 
find the things we need and we 
don’t do much repeat buying,” 
he says. “The important thing is 
to get technical personnel back to 
work. It costs money to have 
them stand around waiting.” 

On many immediate require- 
ments small quantities are the 
rule. Working on the basis that 
all supplies are needed within two 
weeks, purchasing processes such 
requisitions in one or two days. 
Special equipment, instrumenta- 
tion, and fabricated units are, of 
course, handled more intensively 
and may take considerably longer 
to procure. 


Gets New Quotations 


Often there is a great deal of 
delay from the moment a require- 
ment is studied until it is ap- 
proved for purchase. Quotations 
obtained early in the study may 
be obsolete when the purchase 
order is finally written. Often 
specifications themselves have 
been changed so that there is little 
agreement between quotations 
and requisitions. Purchasing has 
to pick up these loose ends, get 
new quotes if necessary, and 
make sure Airco’s people and the 
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Chemists and engineers frequently consult the purchasing department’s 


catalog and bulletin file. 


vendor understand one another. 

One way to keep close to the 
technical staff is for purchasing 
to provide valuable help. This is 
included in Wendt’s concept of 
purchasing as an _ information 
source. He goes a long way beyond 
merely collecting a few catalogs 
and technical bulletins. “We try 
to keep a complete catalog file on 
every conceivable item in which 
our people may be interested,” 
says Wendt. The catalogs are care- 
fully selected and, arranged by 
commodities, are kept in the pur- 
chasing department easily ac- 
cessible to anyone who wishes to 
refer to them. Engineers and 
chemists use them continually 
and depend upon them for prod- 
uct information. 

In addition to maintaining these 
files purchasing sends a lot of 
technical bulletins and product 
information it receives to tech- 
nical people who may be in- 
terested. They in turn send to 
purchasing literature they believe 
should be circulated to others. 


“In this way,” says Wendt, “we 
contribute to the interchange of 
information, a very important 
function in any research group.” 

In spite of the emphasis on 
product information and in spite 
of Wendt’s wide knowledge of 
materials, finding sources is not 
always easy. Research people 
seem to have a facility for asking 
for the unusual or the unknown. 


Finds Special Vendors 


“We know the sources of most 
items,” he continues, “but some- 
times an engineer wants a gadget 
that takes a lot of time to find. 
He won’t know exactly what he 
wants, only what function must 
be performed. In such cases the 
engineer and I study catalogs and 
directories together.” We find 
manufacturers of related equip- 
ment, spend time on the phone 
with them, and eventually run 
down a source. When special fab- 
rication is required it may be 
necessary to find a vendor who 

(Please turn to page 97) 
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Negotiation: 


ey to Purchasing Profits 


lhere is a serious danger in looking on purchasing 

is merely a clerical or service activity. Yet many man- 
agements do. And many purchasing people 

lo little to make them change their opinions. 


Industrial prosperity depends 


m a more enlightened view of procurement. 


By Louis J. De Rose, Editcrial Morketing Consultant 


‘ 


| HE MOST SERIOUS problem 
s manufacturing industry to- 
is the growing trend toward 
her cost and declining net prof- 
Undoubtedly higher wages, 
and expenses of operation 
| distribution have contributed 
ly toward this trend. But, 
the fastest climbing cost 
of purchased materials, 

and supplies. 
lick and easy explanation 
condition is-to blame it on 
nflationary spiral.” And 
no denying that such a 
exists. Certainly, a manufac- 
experience with cost and 
ultimately reflects itself 
ne degree in the price he 
others. But, if “inflation” 
1e whole answer, it would 
that a company’s sales dol- 
vould increase proportion- 
nd income and outgo would 
re in balance. The real ex- 
must be sought else- 
and the most plausible 
is that too often, companies 
less value in their pur- 
g than they provide to cus- 
for their products and 


ne £ 


+} 


an amazing paradox that 
hasing, which can be so vital 
pany survival, is so little 
stood and even less a sub- 


ject of serious concern. Although 
it spends the largest portion of 
every sales dollar, the function is 
still looked upon by many as little 
more than a clerical or service 
activity. They assume purchasing 
is just a simple routine of proc- 
essing requisitions and placing or- 
ders. They think that by merely 
soliciting three bids—or some 
other magic number—purchasing 
will gct “right quality, delivery, 
and price” from the lowest bidder. 
The infallible workings of “com- 
petition” are supposed to assure 
that full value is automatically 
obtained in the “market.” Instead 
of viewing Purchasing as an ac- 
tive force in negotiating and ad- 
ministering procurements to cre- 
ate full value, they assume that 
value already exists in equal 
measure from several sources. 
Accordingly, all purchasing must 
do is issue purchase orders, and 
passively wait to receive delivery. 


Where Did the Ideas Come 
From? 


It is difficult to say definitely 
how these notions came into be- 
ing. Certainly the fact that every- 
one does some form of purchasing 
in his personal life makes every- 
one some sort of an “expert” in 
this field. Perhaps familiarity 


breeds contempt, so that little real 
analysis is made of purchasing 
practices on the theory that they 
are not worth the time and effort. 
The result, in any event, is the 
lack of a company-oriented phi- 
losophy, and acceptance of pop- 
ular purchasing concepts. For ex- 
ample, a fundamental of govern- 
ment buying often reflected in in- 
dustrial purchasing is that equal 
opportunity must be provided to 
all suppliers to compete for avail- 
able business. Stemming from this 
principle is the additional one that 
“free, open and competitive bid- 
ding” is the desirable method of 
procurement. Limited and private 
negotiations must be strictly 
avoided. The reasoning is that 
negotiations entail personal dis- 
cussions, bargaining, proposals 
and counter-proposals, and are 
thus subject to undue influence; 
that at best, it is open to future 
claims of favoritism. Another 
principle is that the buyer’s in- 
terests can be satisfied equally by 
a number of suppliers, so that the 
low price is the best price. 

But is this true, and are these 
necessarily sound concepts for in- 
dustrial purchasing? Are private 
company funds the same as pub- 
lic funds? Must everyone be given 
equal opportunity to supply pro- 
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curement needs? Or is that a 
privilege extended only to those 
who clearly demonstrate willing- 
ness and ability to meet certain 
standards of quality, service, and 
price. Is fear of possible criticism 
a valid reason to avoid private 
discussions and bargaining with 
suppliers? Or must we employ 
every necessary means to assure 
procurement value? Is the low 
price always the best price, and 
are we not obliged to reject it, 
if we know that it is not? Lastly, 
if all industry is in a general in- 
flationary spiral, won’t the com- 
pany bring on itself the effects 
of that spiral by soliciting only 
“competitive” bids? Would it not 
be preferable to screen and select 
sources and negotiate mutually ad- 
vantageous agreements? Certain- 
ly, the primary objective of in- 
dustrial Purchasing must be opti- 
mum economic benefit. When this 
is subordinated to ill-defined poli- 
tical, social, or moral consider- 
tions—many of them totally ir- 
relevant to business considera- 
tions—purchasing value, of ne- 
cessity, must suffer. 


Is Bidding Undesirable? 


This is not to suggest that com- 
petitive bidding is undesirable, 
and that negotiation is the only 
method of purchasing to employ. 
Both methods are necessary and 
each has its place in the over-all 
purchasing concept. For example, 
competitive bidding is most effec- 
tive when: 

the item of purchase is produced 
to commercially available stand- 
ards, and the standards are ad- 
equate for company application; 
purchase specifications are clear 
and complete. with little room 
for misinterpretation; 

there are sufficient qualified and 

competent suppliers willing and 

able to compete and each is 
capable of rendering identical 
procurement value; 

the market is active and prices 

responsive to supply and de- 

mand forces. 

However, these factors are lack- 
ing for much of what industry 
buys. Industry purchases compo- 
nents and accessories, built to 
special design, performance, and 
reliability. It buys parts and as- 
semblies to drawing. It buys 
equipment, apparatus, and con- 
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struction for unique applications 
and production processes. Indeed, 
the largest percentage of industry 
purchases are truly of a “special” 
nature. Yet, little real distinction 
is made in buying method be- 
tween this type of requirement 
and the catalog or shelf-type vari- 
ety. Even when standard, com- 
mercial items are bought in large 
and continuing quantities, com- 
panies, through their buying prac- 
tices, deny themselves their total 
purchasing power. Often, they 
buy these materials as single, one- 
time purchases. 

The key to effective control of 
purchasing costs is a strong, so- 
phisticated, and profit-conscious 
purchasing function. Purchasing 
must act in more than a clerical 
or service capacity. Specifically: 

{ Purchasing must constantly 

review its sources, eliminat- 
ing the dead-wood, and con- 
centrating its efforts with dy- 
namic, imaginative, and effi- 
cient suppliers. Procurement 
value is not achieved through 
quantity of suppliers, but 
only through quality of 
source. 

Purchasing must analyze and 
weigh availability and vendor 
capability for each require- 
ment. It must not assume that 
all sources are equally capa- 
ble at all times to interpret 
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and meet needs. 

| Purchasing must take posi- 
tive action to influence the 
price of goods and services 
it buys. It should encourage 
broad competitive bidding 
when the product and market 
permit it. It should negotiate 
when the product or procure- 
ment is unique. 

{| Purchasing must insist upon 
full value, and no longer 
tolerate shoddy workman- 
ship, slow delivery, and 
half-hearted service. 

| Purchasing must truly ad- 
minister and follow up ven- 
dor performance, so as to 
anticipate problems before 
they occur, and eliminate bot- 
tlenecks. 

| Always, purchasing must rec- 
ognize that purchase dollars 
are working capital dollars, 
and that these must be man- 
aged for optimum return. 
When value considerations 
are sacrificed for non-eco- 
nomic aims, purchasing ceases 
to “pay its way.” 

These then are minimum ob- 
jectives for industrial purchasing. 
Their achievement is vital to the 
continued growth and prosperity 
of industry. The “profit leak” is 
serious, and its source leads back 
in part to the purchasing function. 

®& END 











\ typical value analysis project was 
the development of city standard 
specifications to replace various 
vendor designs of these fittings. Sav- 
ings ran well over 20% on a number 
of sizes and competition among 
manufacturers was substantially in- 
creased 


“SINCE VALUE analysis in gov- 
ental purchasing is an in- 
ited effort, some of the ele- 
ts involved are often con- 

ed. Value analysis is not cost 

It is not price analysis. 

loes not always end in stand- 

zation, Yet cost analysis, price 

sis and standardization can 

volved. 

; often said that value analy- 

the other side of the price 

coin. Some definitions 

that value analysis means 

, study of values. I like 

lefinition of value analysis: 

udy to determine the lowest 

r a needed function” Hein- 

goes so far as to set 

»f these factors into a form- 

value analysis equals qual- 
ded by price.” 


The Value Analysis Approach 


this definition in mind, 
factors do we have to con- 
) analyzing an item? Im- 
liately questions arise: What 
What does it do?; What is 
ice?; Its cost?; How is it 
When is it used?; Who 
What type material will 
need?; Can it be cast 
rged?; What type molding 
ld be used? The problem may 


s purchasing agent of the City 

This is an abstract of his 

fore the recent conference of 
Vational Institute of Governmental 


How a City Saves With 


The better municipal purchasing departments have been 
quick to adopt the value buying methods of their industrial 
counterparts. The leader of a successful program in Chicago 
offers some sound advice on V.A. for cities. 


By John Ward 


involve a myriad of physical, 
chemical, thermal, electrical and 
application factors. Just as im- 
portant, each value analysis prob- 
lem is a special one with a back- 
ground of your particular condi- 
tions, personnel, climate, geog- 
raphy, sources of supply, stand- 
ards, and ability to regulate qual- 
ity control. Many solutions in 
value analysis in Chicago may be 
usable in Philadelphia, or Miami. 
Many others may not. Carefui 
value analysis studies which some- 
times evolve into standards for 
one user, often are adopted by 
others on the theory that what 
is good enough for one city is 
good enough for another. But the 
results are often disastrous. The 
basic elements of true value anal- 
ysis which were employed in the 
development of the standard for 
that particular city were not fully 
understood, or functional condi- 
tions were not comparable. 

It is obvious that you should 
first invade the fertile areas. Com- 
modities or equipment purchased 
on closed or narrow specifications 
should be set aside for another 
day. You may also want to pass 
up small-quantity or one-source 
items. Start in areas where cur- 
sory examinations show some 
promise of results. You can come 
back to the other areas as you 
become more proficient in your 
work and after you have a full- 
fledged program under way. 

Let’s start with the simple de- 
finition—to determine the lowest 
cost for a needed function— 
and a given need expressed as a 
function. For example, we want to 
provide a means of transmitting 
a given volume of water under 


a given pressure. In other words, 
we need some water pipe of a 
given diameter that will withstand 
certain hydrostatic pressures, and 
which will have certain physical 
properties to withstand external 
stresses when buried in the 
ground. We need also a means of 
connecting the pipe in its own 
line and perhaps with other types 
of pipe, all in accordance with 
conditions as they exist in Chi- 
cago. Note that the function is one 
that is described by you, your 
engineers, your operating people 
and is peculiar to your conditions. 
This is the familiar functional 
type specification. 

After we describe our need we 
are ready to entertain offers from 
any producer who can satisfy this 
need, theoretically with any mate- 
rial. Practically we know that 
pipe in diameters exceeding 24” 
will immediately trigger interest 
and competition among those who 
make cast iron pipe by the pit 
cast method and those who make 
it by the centrifugally cast meth- 
od. Since we have said nothing 
concerning the material from 
which it should be made or how 
it shall be made, the prestressed 
concrete people will automatically 
enter the competition. It is as- 
sumed that the lines of the pre- 
stressed pipe and cast iron pipe 
are the same. This is a classical 
illustration of the statement of a 
function and, where bids are 
taken, a direct measurement of 
the cost of performing this func- 
tion, all tailor-made to your spe- 
cific needs. 

Industry does this sort of thing 
every day. Suppose they have a 
part to be manufactured. They 
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Value Analysis 


call in their suppliers and show 
them a part that has to perform 
a certain function. While it is true 
they often negotiate and cut cor- 
ners, which we are not in a posi- 
tion to do, they do apply the same 
theory we are talking about. They 
present the problem, and vendors 
strive to solve the problem for 
them. We can learn how to adapt 
their ideas to government buying. 

Why not ask the same ques- 
tions they ask—Should it be cast?; 
Can it be forged?; Can we spin 
it?; Should we employ stamp- 
ings?; Use powder metallurgy?; 
Brass or nylon?; How about those 
tolerances—are they consistent?; 
Rivet it or glue it with an epoxy?; 
Cadmium plating or parkerizing— 
bonderizing—type finish?; Do we 
need five horse power?; Is the 
corrosion resistance property com- 
patible with other components?; 
Do we have to have eight cylin- 
ders?; Four speeds?; Is its life 
expectancy in keeping with the 
project?; When you replace it 
what does it cost?; How about the 
personnel who will use it?; Does 
it require more manpower to 
produce the needed result? 

The possible solutions to prob- 
lems are endless. With technolog- 
ical information developing by the 
hour, with processes being dis- 
placed almost overnight by new 
ones, the field for ideas is so broad 
as to be almost infinite. You will 
never run out of ideas for value 
analysis. 

I mentioned corrosion resist- 
ance. For many years we were 
purchasing refuse disposal bodies 
with a corrosion resistant steel 
body made of SAE 950. On the 
surface this appeared to be a 
prudent and wise thing to do. But 
when this unit was studied during 
a value analysis session, we found 
that the operating division of the 
department of streets and sanita- 
tion was retiring the equipment 
after about five years’ service. 
The corrosion resistant body was 
still in good shape and ready for 
many more years of use. But they 
junked the unit. Specifications 
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Value analysis is also applied to purchases for the city’s many machine 
shops, like this water meter maintenance shop. This means buyers must 
understand the nature and capacities of a wide number of machines and 


equipment. 


now call for readily available 
standard steels that last five years. 
We have eliminated features 
which have no useful purpose 
for us. Naturally this has reduced 
the cost of the function. This is 
true value analysis. 


Figure Cost of Function 


But value analysis doesn’t al- 
ways mean the elimination of plus 
values. We use leather hydrant 
valves. If we use ordinary leathers 
we can get a substantial price ad- 
vantage, but only to a point. Value 
analysis in this case indicates that 
since the cost of digging up a 
hydrant may exceed by a hun- 
dred times the cost of the faulty 
valve, it is wise to specify the 
best leather (even to specifying 
from what part of the animal it 
shall be taken) to insure the long- 
est life possible. We evaluate the 
cost—not of the valve—but of the 
function. This again is real value 
analysis. 

Standardization often is a re- 
sult of value analysis. However, 
the fact that standards are now 
employed or are involved in your 
study does not exempt them from 
careful scrutiny. Standards too, 
must pass the test of value. 

Chicago, like other municipali- 
ties, uses a tremendous number of 


corporation stops, or tapping con- 
nections as they are sometimes 
called, in the water distribution 
system. Industry has developed 
standard models which have been 
placed in large production. It 
would seem logical that the man- 
ufacturer’s standard would offer 
the best price on large runs. How- 
ever, Chicago has problems and 
requirements for tapping connec- 
tions peculiar to its type of in- 
stallation. Our engineers and 
using departments have set up a 
specification known as the “city 
design”, which meets all needs 
peculiar to Chicago. In a recent 
series of bids the low bidder 
quoted the city standard 34” de- 
sign at $1.79, and the manufac- 
turer’s standard at $2.16. On the 
1” size, city design was $1.89, 
against $2.44 for the manufac- 
turer’s design. There were com- 
parable differences in other sizes. 
The contractor, of course, wel- 
comes the business either way. 
You will find the reverse of 
this situation where you need 
more than a minimum design 
bearing the Underwriters’ label, 
or the function calls for a design 
that exceeds, for example, the 
American Water Works Associa- 
tion standard, or even some indus- 


(Please turn to page 90) 
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\ lanaging Raw Materials 


Is a Purchasing Job 


If lack of communications with the plant is a problem when it comes 
to managing raw materials, it’s generally because purchasing isn’t in 
charge of inventories. Here’s how one company overcame that prob- 


lem. 


By John Sincere, Midwestern Editor 


| ll 


rector of purchases Harold Garrett (1.) and raw materials manager George 


srown dope out inventory levels for the next 90 days. 


Meyers of the inventory control staff keeps complete records on stocks 
teel and insulating materials. Each member of the inventory control 
up is in charge of specific raw materials. 


A.rnoucH the group that 
manages raw material inventory 
at Wagner Electric Company in 
St. Louis has not been changed, 
it’s much more effective than it 
used to be. 

Why? Because the group has 
been transferred from production 
control to purchasing. 

Since the change was made, 
the company has benefited tre- 
mendously. The reorganization 
has improved communications be- 
tween the plant and purchasing, 
with the payoff coming in the 
form of faster inventory turn- 
over. Purchasing now gets ad- 
vance information about sched- 
ules and can plan inventories 90 
days in advance. This means that 
stocks are kept in line with man- 
ufacturing requirements. 

Here’s how the new system 
works: Harold Garrett, director 
of purchases, now has two sec- 
tions reporting to him. One is a 
typical purchasing group, headed 
by P.A. Harold Kramer. The 
other is a seven-man inventory 
control staff under the supervision 
of George D. Brown, manager of 
raw materials. 

Since the central purchasing 
department buys everything for 
all three of the company’s divi- 
sions—and since Wagner’s sales 
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CHASE 


Traveling requisitions are used by the raw material 
staff and the buyers. After receiving a requisition, 
purchasing notes the p.o. number and the expected 


average $114 million annually— 
balancing raw materials require- 
ments with production schedules 
is no mean task. Company of- 
ficials credit the switch of raw 
material control to purchasing as 
one of the most important factors 
in maintaining inventories at ap- 
propriate levels. 


Hold Weekly Meetings 


At least once a week, Garrett 
and Brown meet to consider cur- 
rent production requirements. 
Among the items they take into 
account are: 

@ Historical usage 

@ Future production programs 

@ Storage space available 

These meetings are also usually 
attended by Joe Roth, chief raw 
material buyer, who provides pro- 
curement advice. Together they 
review inventory requirements 
for each of the divisions. 

Brown and his inventory con- 
trol staff are located outside the 
purchasing area in the middle of 
the plant floor. The space is 
shared by the receiving depart- 
ment. This enables the inventory 
specialists to get information 
quickly on both production rates 
and incoming supplies. 

Records of planned inventory 
levels are kept for each division. 
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By comparing actual stock levels 
with the approved plans, the in- 
ventory group knows exactly 
what has to be requisitioned. 

Traveling requisitions are used 
by both the raw material group 
and the buyers. Purchasing fills 
in the purchase order number and 
the delivery date for each order 
and returns the traveling requisi- 
tion to the inventory department. 
As a result the inventory control 
group knows when deliveries are 
scheduled. 

Brown has set up his raw ma- 
terial division to correspond with 
the organization of the purchas- 
ing group. Each man in his group 
is responsible for specific raw ma- 
terials. 

For example, one man handles 
nonferrous metals, paints, traris- 
former oils, and grease. Another 
handles steel and some of the 
insulation materials. A third han- 
dles copper wire and mill prod- 
ucts. 

Raw material record cards are 
identified by a different color for 
each division. Space is provided 
on these cards for information 
such as: 

@ Materials provided in excess 

of work orders 

@ Work orders reserved 

@ Withdrawals 


delivery date and then returns the form to inventory 
control. As a result, inventory control knows at all 
times exactly what will be coming in and when. 


@ Stock balance 

It’s part of each man’s job in 
the raw material control group 
to inform Brown whenever stocks 
get low. Brown, in turn, works 
closely with each of the men and 
keeps them posted on what trends 
to watch for when they fill orders 
from production. 


A Liaison Man 


In essence, Brown is a liaison 
between purchasing and produc- 
tion. In this unique role, he has 
been able to make many impor- 
tant contributions to company 
profits. A typical example: he 
learned from a buyer that a cer- 
tain supplier had developed a 
better and lower cost insulation 
for motors. When he passed this 
information on to the production 
and engineering people, the in- 
sulation was incorporated into fu- 
ture designs at a considerable sav- 
ing to the company. 


Result: Better Purchasing 


Director of purchases Garrett 
sums up the company’s organiza- 
tion change this way: “There’s 
absolutely no doubt about the 
fact that we’ve been doing a bet- 
ter buying job since we took over 
control of raw material inven- 
tories.” > END 
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lhe costs of preparing many copies of each purchase 
order were getting out of hand at one plant. 

Purchasing adopted a new requisitioning procedure 
ising a duplicating machine to make the extra copies. 
Now this work is done in half the time. 


[EW requisitioning proced- 

s cut purchase order typ- 
ne 50% at the Texas City, 
plant of Monsanto Chemical 


y 7h 
* V 


f the system is a Multi- 
ter. Copies made from the 
serve as the requisition 
purchase order, and receiv- 


Order Typing 


Cut 20% 
By New System 


Before the Multilith system was 
put in effect last year, requisitions 
were prepared by typists in the 
various plant departments. The 
requisitions were sent to purchas- 
ing, where a multi-part snap-out 
purchase order—including a re- 
ceiving copy—was typed. At the 
same time, the original requisition 
was destroyed. 


“mm Monsanto's New Purchase Order Processing System 
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Now the basic specifications of 
materials and supplies are put on 
the master by a typist in the 
requisitioning department. When 
a buyer receives the master, he 
adds the name of the supplier, 
the quantity and the price. 


Reproduced Quickly 


Then the master is placed on 
an offset duplicating machine 
where six copies of the purchase 
order are reproduced. The copies 
are distributed to the following: 

(1) Vendor 

(2) Requisitioner 

(3) Accounting 

(4) Purchase Order Alphabet- 

ical File 

(5) Storeroom Numerical File 

(6) Expediter 

The Multilith machine also 
makes a reproduced master copy 
which is sent to the stores depart- 
ment. Stores holds this copy until 
the materials from vendors have 
been received. 

When shipments arrive, the re- 
ceiving clerk notes the date, quan- 
tity, and his name on this copy 
with a special pencil. Then stores’ 
copy of the master is put on 
Multilith machine in the stores 
department. The copies run off 
in the stores department are sent 
to purchasing and to accounting, 





Stones-Recarvinc Departmen T 














C m4ee-24¥-0 + 4264) 





PURCHASING 





where they are matched with the 
supplier’s invoice before payment. 

On partial shipments, another 
master copy is made on the ma- 
chine and held until complete or- 
der is received. Each time a par- 
tial shipment arrives, another 
master is made. The final master 
—and its resulting copies—thus 
contain a complete record of the 
delivery dates and quantities re- 
ceived for each order. 

Monsanto leased the two model 
80 Multilith machines from the 
manufacturer. The machines are 
compact and easy to operate. The 
purchase order typist now has to 
spend only about an hour a day 
at the machine which means it 
can also be used by other depart- 
ments for their records and forms. 

The duplicate master copies are 
kept by the stores department in 
a Visirecord cabinet. As the or- 
ders arrive, the copies are pulled 
and the necessary information in- 


serted. Lynn Kindle, a stenographer in Monsanto’s purchasing department, checks 
Monsanto also uses the Multi- with Charles Gentry, data processing department, on use of offset duplica- 
lith process with its traveling re- tor employed to make purchase order copies. 


quisitions. It’s an extremely im- 
portant use because traveling re- 
quisitions are employed for 50% 
of all requisitions placed. 

Main difference in the use of the Multilith for 
traveling requisitions is that the typing is done in the 
purchasing department. After a buyer works out the 
variable information on an order, a girl in the pur- 
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chasing department transcribes the standard 
information from the traveling requisition to 
the master and also adds the new date. From 
this point on the procedure is the same as 
previously described. 

When Monsanto first decided to adopt the 
Multilith purchase order system, special in- 
structions were given to all requisitioners. It 
was stressed that the masters should be han- 
dled as little and as carefully as possible, since 
it requires special cleaning to remove finger- 
prints. 

By using the Multilith system, Monsanto 
purchasing is saving a great deal of time and 
effort in the entire purchase order procedure. 
And there is never any chance of a purchas- 
ing typist making an error while transferring 
requisition specifications to the purchase order. 

Another big advantage: there is less con- 
fusion when orders placed by phone are re- 
ceived before the stores department gets a pur- 
chase order copy. Now as soon as the telephone 
order is placed, a Multilith copy is run off and 
sent to stores. When the supplier’s truck ar- 
rives at the plant, stores, is ready to process 
the material quickly and efficiently. ® enp 
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Who Buys 
M.R.O. 
Supplies? 


s based on talks made at the 
Vaintenance and Engineering 
Philadelphia on January 26. The 
| the article is adapted from 
s of Walter F. West, purchasing 
Verck Sharp & Dohme Division, 
o. Excerpts from a talk by 
Damm, chief plant engineer of 
appear on page 62. 


Brand-name specifying and back-door selling 
haven’t completely disappeared from industry. 
Many maintenance supplies buyers, particularly, 


are still plagued by them. 


A purchasing engineer and a plant engineer describe 
how M.R.O. buying is handled 


in their company to the satisfaction of both. 


M AINTENANCE does not have 
a place in purchasing any more 
than purchasing has a place in 
maintenance. Each department 
has its job to do and ideally they 
complement each other. This does 
not mean that each can sit on its 
own side of the building and never 
see the other. Constant communi- 
cation, cooperation and mutual 
understanding are necessary. In 
terms of specific responsibility, 
where do you draw the line be- 
tween maintenance and purchas- 
ing? 

Let’s take the problem areas 
one by one. 

First, should maintenance spe- 
cify the vendor? At Merck Sharp 
& Dohme, it has always been very 
clear that purchasing has the 
complete responsibility for speci- 
fying the vendor provided, of 
course, purchasing is buying the 
exact article that maintenance 
wants and not a substitute. This 
requires a lot of cooperation. 

It is not always possible or prac- 
tical to keep vendors’ representa- 
tives completely away from main- 
tenance personnel. Because of this 
occasionally necessary direct con- 
tact, purchasing must carefully 
consider any suggestions for 
sources that maintenance might 
have. If there is a good reason for 
sticking with a source mainte- 
nance recommends, there is no 
reason why purchasing can’t fol- 
low this recommendation. How- 
ever, the responsibility is still 
with purchasing. 


Should maintenance specify the 
manufacturer? The answer here 
is a qualified yes, if your company 
has standardized on particular 
items for particular applications. 
Maintenance certainly knows the 
application better than the pur- 
chasing agent. The answer on 
other items which are not stand- 


ardized can be yes, but only to a 
degree. 

Purchasing has the responsi- 
bility to select the manufacturer 
when maintenance doesn’t specify 
and to suggest other manufac- 
turers even when one is specified 
if it appears advantageous. These 
suggestions must be carried right 
up the management ladder if 
purchasing feels that it is not re- 
ceiving proper consideration. If 
the right atmosphere has been 
developed between purchasing 
and engineering or maintenance, 
all these suggestions should re- 
ceive proper consideration, even 
at the lowest levels. 


Should maintenance contact 
salesmen or manufactuers’ repre- 
sentatives directly? It sounds 
very dictatorial to tell a mainte- 
nance man in a supervisory posi- 
tion that he can’t pick up the tele- 
phone and call a manufacturer for 
help if he is in trouble. The main- 
tenance supervisor may be look- 
ing for technical information only, 
but it often turns out that this 
technical information includes a 
recommendation that certain parts 
or materials be purchased. 

If your purchasing agent is an 
engineer, it should not be too 
difficult to convince a mainteance 
supervisor that he should call 
the purchasing agent first. If di- 
rect contact appears advisable, 
the purchasing agent can arrange 
it. Under these circumstances, he 
is then fully aware of what has 
gone on when the requisition ar- 
rives on his desk. 

The purchasing agent can even 
arrange to be present in the di- 
rect discussion. In fact, he should 
be present if it appears that any 
appreciable purchase will be in- 
volved. In many cases, it will 
probably work out that direct 
contact is not necessary. In these 


PURCHASING 





kes: For Better Maintenance Buying -mmmememmmmmmremen: 


What Purchasing Should Do: 


(1) It must have an efficient expediting set- 
up so that on call it can advise Maintenance of 
the status of any order. 

(2) It must know maintenance problems—the 
terminology and basic technology of what is to 
be bought, the pressures maintenance is under, 
the problems of making something else do until 
the right item is delivered, etc. 

(3) It must not unnecessarily hold requisi- 
tions before ordering. If for some reason it is 
necessary to do so, it should tell maintenance 
why. 

(4) It should not substitute items from a dil- 
ferent manufacturer or of different specifica- 
tions without conference. 

(5) It should keep in constant communication 
with maintenance on all problems that involve 
both. This includes, of course, suggesting new 
ideas. 

(6) It must constantly search out new sources 
and have them available so that it can promptly 


What Maintenance Should Do: 


(1) It should anticipate needs as much as 
possible to allow for a reasonable amount of 
time to buy. 

(2) Requisitions must be written completely 
with all specifications. It is very time-consuming 
for both maintenance and purchasing if pur- 
chasing must call back to fill in missing in- 
formation. 

(3) It should keep purchasing informed in 
the same way that purchasing informs it. 

(4) It should be realistic in demands for 
rushes. Everyone wants to get his item first 
and since maintenance gets the requests first 
from the production departments, it must de- 
termine which ones are really needed the most. 
If everything is rushed, the result is that noth- 
ing is. 

(5) It must be open-minded about new prod- 
ucts and materials and new vendors and new 
contractors. It is awfully easy to sit back and 
say, “I like what I’ve been getting and I don’t 


buy any 
should want. 


item or service that maintenance 


want anything else.” But a company can get 


old-fashioned very fast with this attitude. 


cases, the purchasing agent can 
save the maintenance supervisor 
quite a bit of time. Summarizing 
the answer, as far as I can see, it 
should never be necessary for 
maintenance to contact salesmen 
directly. 


Should salesmen contact main- 
tenance directly? Emphatically, 
no. Talking to salesmen is a tre- 
mendously time consuming oper- 
ation. One of purchasing’s respon- 
sibilities, as stated before, is to 
screen the salesmen that come in. 
If this is done efficiently, the pur- 
chasing agent not only knows all 
the available sources that others 
in the company are familiar with, 
but also saves maintenance men 
or engineers a lot of time in un- 
necessary conversation with peo- 
ple who cannot help them. The 
key to the effective working of 
this situation is an efficient and 
polite—but firm—receptionist to 
direct all salesmen initially to 
purchasing regardless of whom 
they ask for. 


How important is price? The 
purchasing man who buys on 


price alone is not doing his job. 
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On the other hand neither is the 
purchasing man who ignores the 
price. Each purchase must be 
weighed on its own merits. 

For example, on a standard 
item which may be purchased 
from many different sources, all 
from stock, prices can be a very 
important factor, usually the de- 
termining factor, the only other 
consideration being the service. 
In the case of custom metal fabri- 
cations, the wise purchasing agent 
will solicit bids from fabricators 
of more or less equal skill and 
quality of workmanship. This may 
not always be the highest quality 
fabricator if you need only a 
rough job. If this is done, then 
the job should be awarded to the 
lowest bidder. The same would 
apply on small construction con- 
tract work or maintenance con- 
tract work. If maintenance or 
purchasing will not agree to give 
a job to a bidder if he is low then 
it is not fair to the contractor to 
ask him to bid. If this is followed, 
again price can be the determin- 
ing factor. 

This question of price, in gen- 
eral, is often a sore point and I 
doubt if there is a maintenance 


man living who does not think 
that purchasing places too much 
emphasis upon it. Once more, 
close cooveration and constant 
communication are the solution. 
It must be understood that no 
one is trying to put anything over 
on anyone else. We should repeat 
here an earlier statement that 
one of purchasing’s jobs is to get 
the most value for each dollar 
spent. This can often mean that a 
higher price will produce better 
value when factors of service, 
quality, payment and delivery 
terms, and general vendor co- 
operation are taken into account. 


What part should purchasing 
play in having maintenance work 
performed by contractors? To 
start with, the purchasing agent 
should know a sufficient number 
of contractors for each type work 
and for each size job. He should 
not only know their names and 
addresses, but also their method 
of doing business, their integrity, 
the quality of their workmanship, 
how well they cooperate and how 
fast they pay their bills. If this 
is so, there is no reason why pur- 
chasing can’t serve exactly the 
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An Engineer 


Looks at 


M. R. O. Buying 


Philip G. Damm 


jhts of a talk made by Philip G. Damm, chief plant 
r, Merck Sharp & Dohme Division, Merck & Co., at 
nt Maintenance and Engineering Show: 


ave an enviable relationship with purchasing in that 

a purchasing engineer who was formerly a plant engi- 
tle knows many of our problems and their technical as- 
lhis makes for better mutual understanding. 


e want a particular item we will specify it by name or 

have an agreement with purchasing that they will 

no substitutions without notifying us. Both parties must 

before any change is made. We may even suggest a sup- 

t in no way do we hold the purchasing department to 

of this supplier. This provides a good check and balance 
between maintenance and purchasing. 


neral, if a salesman calls, we refer him to purchasing. 
re a large number calling each day, and since only a 
be helpful, we try to have purchasing screen them be- 
ey visit the maintenance department. Many times pur- 
r alls to say a visiting salesman might be of some help 
s if we want to see him. This feel for maintenance 
s is a must for any purchasing department. 


e have standardized on some items—particularly pipe- 
and plumbing supplies. We have not standardized to any 
extent on equipment, such as pumps, motors, etc. We 
ur selection to three or four manufacturers and there- 

| we can take advantage of improvements, new devel- 


ts, delivery, price, ete.” 


pose in maintenance con- 
rk as in buying materials 
lipment, 

Merck Sharp & Dohme, 
ance will request purchas- 
ally verbally, to have con- 

come in to look at a 
job. The number of con- 
called depends upon the 
the job and the urgency 
The contractors called in by 


purchasing then go over the job 
with the maintenance supervisor 
and submit bids in triplicate to 
the purchasing agent. Upon re- 
ceipt of the bids, they are re- 
viewed with maintenance and a 
requisition written by mainte- 
nance for the work to be per- 
formed by the contractor selected, 
usually the low bidder. If there is 
some urgency or if the job is a 


hodge-podge of little items dif- 
ficult to estimate, it may be ad- 
visable to perform the work on a 
time and material or cost plus 
basis. 

We have a policy that all work 
must be let out on a competitive 
bid basis unless there is a very 
good reason for another type of 
contract. It is one of purchasing’s 
functions to enforce this. If it 
seems advisable to do the job on 
a time and material or cost plus 
basis, it is purchasing’s function 
to sit down with the contractor 
and negotiate the terms, includ- 
ing labor rates, rental figures, 
percentages for insurance and 
taxes, percentages for overhead 
and profit. For proper control, 
this is all very necessary and I 
think you will agree should not 
take up the time of the mainte- 
nance man. The handling of con- 
tract work in this manner by pur- 
chasing requires closer communi- 
cation with maintenance than any 
other phase of buying. Both the 
purchasing man and the mainte- 
nance man should know every- 
thing there is to know about the 
contractor. 

The final problem and probably 
the biggest one is “The Rush Job.” 
They can be discouraging, they 
can be frustrating, they can cost 
money and sleepless nights and 
they are certainly the foe of both 
purchasing and maintenance men 
alike. 

I think if there was no such 
thing as a rush job, the problems 
between maintenance and pur- 
chasing would certainly be cut 
in half. One big complaint of 
maintenance is that on such jobs, 
going through purchasing takes 
too much time. If this is so in 
your company, then purchasing 
should do something about it. 

At Merck Sharp & Dohme, we 
have made a great effort to con- 
vince maintenance, and I hope 
successfully, that we not only 
do not cause them any delay, we 
can actually save them time. In 
order to convince anyone, how- 
ever, we have had to set up to 
handle the rush jobs. This, in a 
nutshell, means having someone 
always on hand to drop every- 
thing and handle them and to let 
maintenance know who this per- 
son is even in the absence of 
the buyer. > END 
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how one Roll Formed shape eliminated 
six clips and simplified an assembly 


| ROLL FORMED FROM 


a -025 STAINLESS AS SINGLE PIECE 


IN DESIGN 


An expensive stamping and 
six clips went into this as- 
sembly. The stamping had 
a bad finish and cracked. 
Now it's Roll Formed from 
stainless. The finish is bright. 
shining and can’t stain in 
use. Cracks are eliminated. 


NEW ASSEMBLY 


IN PRODUCTION 


With the stamping the customer in- 
serted a plastic strip and then welded 
the clips to retain the strip. Screws 
were positioned manually. Stamp- 
ings were not uniform. Plastic break- 
age was high. The new Roll Formed 
section eliminates the welding opera- 
tion, guarantees close tolerances, elim- 
inates plastic breakage and cuts as- 
embly time. Screws are not needed. 


6 CLIPS, 2 SCREWS & 2 SPEED NUTS 


OLD ASSEMBLY 


IN PURCHASING 


Rejects were high. Components were 
hard to get and stampings came 
from separate suppliers. Deliveries 
were off-schedule. Now—Roll Formed 
sections come from one source and 
are delivered weekly to an open 
order. Stainless sections are inter- 
woven with paper to protect finishes. 
Rejects have been eliminated. 
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CAN TECHNIQUES LIKE THESE HELP YOU? 


Probably yes. The Roll Formed man can tell you. He'll go over your prints 

. - work out an applicable section . .. plan deliveries with you. Meanwhile, 
you'll want Roll Formed Bulletin 1017A. It shows how Roll Formed techniques 
give greater design freedom, increase production and help eliminate purchasing 
headaches. Get Bulletin 1017A today. 


METALS AND TECHNIQUES 


Your sections can be produced in: carbon, galvanized and stainless steel; alumi- 
num, copper, zinc and clad metals. Tubing, shapes, channels and angles can 


be punched, notched. pierced, cut to length and delivered free of burrs to 
match your production schedule. 


MAIN OFFICE AND PLANT , 
ROLL FORMED PRODUCTS 


COMPAN Y 


3754 OAKWOOD AVE., YOUNGSTOWN, OHIO 


For More Information Write No, 185 on Inquiry Card—Page 32 
Fepruary 1, 1960 
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‘uel Cells Point Way to More 


\fficient Power Generation 


sources are being de- 
ed today which could make 
generator and the 
engine seem old-fashion- 
of these is the fuel cell. 
Allis Chalmers Manufac- 
g Company recently took the 
ell out of the laboratory, put 
1000 together in a tractor, and 
igh a 20 hp motor) pro- 
enough power to pull a 
This is particularly impres- 
the fuel cell is a 
that converts chemical to 
| energy: 
without moving parts 
without significant heat 
e it generates no heat, the 
ll escapes the high heat 
losses common to other 
y»urces. How do these com- 


lectric 


ecause 


» power is, in its present 
primarily a new source of 
is an unusually compact 
s-lived fuel, but one which 
pends upon the heat cycle 


for its conversion to mechanical 
power. The reactor, as a substitute 
for the steam boiler, produces 
energy in the form of heat which 
is used to make steam. 


Problem Still Exists 


Gas turbines and rotating com- 
bustion engines attempt to im- 
prove the low efficiency of the 
gasoline engine which, in making 
mechanical power, produces much 
useless heat, as the elaborate au- 
tomobile cooling system testifies. 
They are refinements which at 
best replace the cumbersome re- 
ciprocating principle with rotary 
motion; they do not, however, 
overcome the heat problem. 

The battery is perhaps the most 
direct way yet devised to convert 
chemical energy to electrical en- 
ergy. But as this energy is stored 
in electrodes and electrolyte with- 
in the cell, capacity is limited. 
Although the chemical process 
can be reversed to some extent 


Electricity produced by fuel cells powers this experimental tractor. Chemi- 
:l reactions between fuel gases, mostly propane, and oxygen with an elec- 
lyte in the cells produce 15 kilowatts of electricity. Direct current goes 
hrough busbars te controller which regulates speed and direction by con- 
\ling the amount of current reaching a 20-hp motor. 


by recharging, it eventually comes 
to a halt and the battery—or its 
component material—has to be 
replaced. 

As a device which provides di- 
rect current power, the fuel cell 
resembles the battery in that it 
consists of electrodes in an elec- 
trolyte. But it cannot store energy. 
A fuel, such as hydrogen or pro- 
pane, is supplied from an external 
source and converted from chem- 
ical to electrical energy. 

In theory, the fuel cell can sup- 
ply power as long as the fuel 
supply lasts. In practice, it does 
eventually wear out from stray 
chemical reactions. 

In the cell, the mixture of fuel 
gases is fed to the anode where 
it is adsorbed by a catalyst coat- 
ing which aids the reaction. As 
the gas reacts with the electrolyte, 
a stream of electrons, (actually 
direct current) is released to the 
external circuit. In the meantime, 
electrons returning from the ex- 
ternal circuit react with oxygen 
at the cathode and re-form the 
ions used up at the anode. The 
overall reaction consumes fuel 
gases to yield water vapor and 
carbon dioxide to produce the 
flow of electrons. 


In Four Banks 


In the Allis Chalmers tractor, 
1008 cells are connected in 112 
units of nine cells each. They are 
arranged in four banks. The cur- 
rent flows through a busbar to a 
standard d-c controller. 

The controller has two levers. 
One, the speed control, varies the 
amount of current going to the 
motor by placing the cell banks in 
series or parallel. The other re- 
verses the tractor by charging the 
polarity of the current flow to 
the motor. 

Engineers see in the fuel cell 
a valuable energy conversion 
method without a theoretical limit 
of efficiency. The possibility of di- 
rect fuel conversion at an effi- 
ciency of 90% compares impres- 
sively with the best diesel engine 
which is about 40% efficient. Im- 
mediate application of the fuel 
cell is seen particularly for 
low-voltage constant loads such 
as electric-plating water puri- 
fication, galvanizing, electrolytic 
cleaning, and electrolytic metal 
refining. 
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PENCO-PLANNED locker rooms encourage PENCO SHELVING lets you utilize space from 
neatness, employee pride and efficiency. floor to ceiling, keeps valuable stocks off floors, 
And the lockers will provide long term, tightens inventory control, helps employees 
attractive, trouble-free service. work faster, more smoothly. 


GLEAMING FINISH on all Penco Steel Lockers 
will remain permanent as a result of a special, 
pre-enamel phosphatizing step that assures a 
tight enamel bond, permanent tough finish! 











These are tools, too! 


Storage is as active a part of over-all plant opera- © When can your Penco Dealer give you a hand? 
tions as production lines or tools. Whatever your Write direct for helpful catalogs: General Shelving 
storage needs and space, large or small, Penco Catalog No. 2400; Locker Catalog No. 6000. 
Planning can show you how to put Penco steel 

lockers, cabinets and shelving to work to produce 

savings. Penco-planned storage helps speed mate- ALAN WOOD STEEL COMPANY 
rials handling, break bottle-necks, cut damage to aN PENCO DIVISION 
parts and products, slash inventory time, stream- S SR ee Se ee ee 
line plant housekeeping and control pilfering. Steel Lockers + Steel Cabinets + Steel Shelving * Book Case Units 
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PENCO PLANNING can help you have an “industrial © PENCO T-LINE Boltless Steel Shelving is assembled fast with efficient channel clips 
filing system" to feed production lines, protect costly that slip into place without tools. You can cut original installation labor costs up 
parts, systematize any operation in your plant! to 50%. Penco Shelves are easy and fast to rearrange as required. 


For More Information Write No. 186 on Inquiry Card—Page 32 
Fesruary 1, 1960 65 





Waring G. Houston 


s the SBS soap counselor in 
the New England area. A 
specialist in industrial soaps 
for several years, he has 
helped many plants pinpoint 
the most effective and eco- 
nomical solutions to their skin 
cleansing problems. Here’s 

1 good example. 


\fter showing our presentation OPERATION PINPOINT 
to «en eastern rubber company, I made a survey of their skin 
hygiene conditions and wash-up practices, They had a real 

and costly) — in removal of butyl vulcanizing cement 
from hands... especially after the cement had dried. Gloves 
couldn’t be worn for this work and protective hand creams 
proved only partially effective. Consequently, workers made 
many extra trips to the washroom ... and this was costing 
the company plenty in lost production time. I suggested that 
they simply bring the soap to the workers by using our SBS-30 
Waterless Cleanser. It easily removes adhesives and tough 
soils, discourages the use of harmful solvents . . . eliminates 
all those extra, time-consuming trips to the washroom.” 


Voney-saving suggestions like this begin with OPERATION 

PINPOINT — a thought-provoking presen- 

tation filled with facts about skin hygiene 

Fo and washroom maintenance. The SBS soap 
counselor serving your area can pinpoint 
the right soap to do every skin cleansing 
job best and at lowest cost in your plant. 
Let him show you OPERATION PIN- 
POINT . . . just call your nearest SBS 
office, collect. 


the woashword Of | indusduy 


£3: 


SAGINAW, MICH. © Los Angeles, Calif. ¢ Newark, N.J 
CANADA: Chemical By-Products, Ltd., Toronto, Ontario 
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175 Ton Capacity 
Welding Positioner 





A new welding positioner fea- 
tures 175 ton capacity. Rated at 
350,000 Ibs. capacity at 12 in. cen- 
ter of gravity location, positioner 
is shipped completely assembled 
from factory and can be moved 
from site to site by rail. Four- 
speed gearshift transmission af- 
fords selective variable speed 
ranges from .08 rpm minimum to 
40 rpm. A 120 in. sq. steel fabri- 
cated sandwich design table with 
8 radial and periphery slots pro- 
vides for maximum bolting or 
clamping. Aronson Machine Co.. 
Arcade, N.Y. 
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New, Spark-Proof 
Rigid Rubber Hose 


Rubber hose reinforced with 
rigid vinyl is intended for use 
in industrial applications where 
dust and gases create explosion 
hazards. Designed to replace wire- 
reinforced hose which might 
cause sparking when _ rubber 
wears through, new hose con- 
sists of rubber core wrapped with 
a continuous coil of 3/16 in. 
round, rigid vinyl rod for added 
strength and rigidity. Both core 
and coil are then wrapped with 
exterior layer of abrasion resis- 
tant rubber. Lawrence Hose Co., 
Trenton, N.J. 
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MORE BATERY LIFE FRE 


WITH THE NEW 


GOULD GUGOMIC Pate 


Used on all motive power batteries, the Silconic Plate prevents 
grid corrosion, the most common cause of battery failure. Here’s 
the principle: Gould introduces silver and cobalt into active ma- 
terials of the positive plates. Silver and cobalt migrate to—and 

* collect on—positive grid members, forming an insoluble oxide 
surface impervious to acid and oxygen attack. The longer the 
battery operates, the deeper the silver-cobalt penetrates into the 
grid metal, thus prolonging life. In applications where batteries 
are idle for periods of time, Gould’s Silconic Plate prevents migra- 
tion of materials to the negative plate, effectively reducing self- 
discharge within the cell. 

For greater overall strength, arsenic is added to the antimonial 
alloy of the plate, resulting in an extremely dense, homogeneous 
grid free of flaws. This vital new physical and chemical strength— 
together with Gould’s compact battery design—add up to the 
most advanced motive power battery you can buy. Write today 
or call your local Gould representative. He’s listed under “‘Bat- 
teries Industria!” in the yellow pages. Gould-Nationa! Batteries, 


Inc., Trenton 7, N. J. iN CANADA, WRITE TO GOULD-NATIONAL BAT- 
TERIES OF CANADA, LTD., 1819 YONGE STREET, TORONTO, ONTARIO. 


lire Paver te you pom GOULD 
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resist corrosion, hold their charge 
and last longer. 
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This DOUBLE-DIAMOND knurl 
marks the BRISTOL “Series ’60” 
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Products 


New Fractional HP 
Jet Pump Motor 


A new fractional hp jet pump 
motor combines true integration 
with the pump it drives and pro- 
tection, accessibility and stream- 
lining of functioning parts. Sealed 
cavity in motor’s drive end cast- 
ing permits pump impeller to 
couple directly to its shaft. Sealed 
capsule design is utilized, and 
totally enclosed removable canopy 
housing guards starting switch, 
actuator, capacitor, thermostat 
and terminal board from all for- 
eign matter. A. O. Smith Corp., 
Electric Motor Div., Tipp City, 
Ohio. 
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Vibrating Test Unit 
for Quality Control 


A new vibration testing ma- 
chine is now available for indus- 
trial production lines as a quality 
control unit. Machine operates at 
a fixed displacement of % in, in 
speed range of 420 to 1200 rpm. 
Vibrations delivered to test ob- 
ject will dislodge solder splatters, 
separate poor electrical connec- 
tions and detect improperly 
tightened fasteners. Unit is com- 
pact and portable, and it can be 
used to test radio and TV assem- 
blies, electronic equipment, small 
appliances, instruments, clocks, 
etc. L.A.B. Corp., P.O. Box 278, 
Skaneateles, N.Y. 
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Since Purchasing put in Bostitch stapling, 


Management's been calling this the 


"Savings Department." 

















The only profit you can make in your shipping 
room is the money you can save. An excellent 
way to save money is to switch to Bostitch sta- 
pling. Comparison proves that stapling is faster 
than other fastening methods, time after time. 
The speed advantage can be substantial. 


Often the cost of staples is less than for other 
fasteners. Changing to stapling may make it 
possible for you to use more economical and 
lighter weight containers than those you have 
been using. You save on freight costs. And 
husky stapled cartons often reduce damage. 


Fasten it better and faster with 





Lighter, stronger stapled cartons can usually 
be stacked higher to make storage more economi- 
cal. Then, too, you can set up stapled cartons as 
you need them—quickly and with limited space, 


minimum skill. And because cartons can be 
stored flat until you need them, you are able to 


save still more storage space. 


To find if there are stapling savings to be 
made in your shipping room, call in your Bostitch 
Economy Man. He'll be glad to answer questions. 
He’s listed under “Bostitch” in your telephone 
directory, or you can write to the address below. 


BOSTITCH 


722 BRIGGS DRIVE, EAST GREENWICH, RHODE ISLAND 
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Do It Again... 


TAKE THE 
THRUST OF “THE WORLD’S 
MOST POWERFUL RADIAL DRILL” 


To demonstrate their new 50-horsepower, 
pushbutton-operated Thrustmaster...the 
most powerful radial drill ever built... 
Cincinnati Bickford tooled up with the 
toughest twist drill on themarket— Morse. 


Why Morse? Because other drill manu- 
facturers threw up their hands at produc- 
ing a drill to match the Thrustmaster’s 
power. But Morse took on the job, ap- 
plied a regular taper shank drill right off 


the shelf that more than meets the re- 
quirements of this exceptionally powerful 
machine. 


If you haven’t already experienced the 
demonstrated superiority of the world’s 
most complete line of quality cutting 
tools, call your Morse-Franchised Dis- 
tributor today. He’ll gladly show you the 
practical economies of buying the best... 
Morse Cutting Tools. 


Look at these chips made during demon- 


stration of the Thrustmaster. 


Feed: .087” per revolution at 105 RPM 


Drill: Regular Morse Taper Shank Drill 
(style 1302) driven in solid steel. 


Morse curmne Toots 


MORSE TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASSACHUSETTS 


WAREHOUSES IN NEW YORK, CHICAGO, DETROIT, DALLAS, SAN FRANCISCO 


A Division of VAN NORMAN INDUSTRIES, INC R2ZaA 


MORSE means “THE MOST" in Cutting Tools 
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Two Automatic Units 
for Welding 


Two new automatic units have 
been developed for use with a 
tungsten-inert-gas welding pro- 
cess. Electronically controlled 
units can be used for either AC 
or DC welding, without an acces- 
sory control, using argon, helium 
or their mixtures as shielding 
gases. Models are identical except 
that one has 3 in. and 12 in. offset 
bars to which the machine holder 
can be attached. Principal advan- 
tages are: sensitivity and response 
to changes in arc length; touch or 
NOONTIME, U.S.A. The clock strikes twelve —all eg learn ya _om 


ca steps out to lunch. In company cafeterias em- | tance of 14-% in. Air Reduction 
Sales Co., 150 East 42nd St., N.Y. 
es have a welcome chance to relax and associate 17, N.Y. 


ther fellow members. Halsey Taylor is in this pic- | Write No. 22 on Inquiry Card—Page 32 


has been for years—with modern cafeteria coolers New Static 
speed service and provide health-safe drinking Punched Card Sensor 
Plant and management know that whether it’s a 
er or a fountain, if it’s Taylor-made it’s always de- 
ible! The Halsey W. Taylor Co., Warren, Ohio. 














. ‘ A static punched card sensor 
e many different kinds of cafeteria coolers 7 7 . _ 
e Helecy Tayler tine..;. seme Saaaneaeeile in a new design is adaptable to 
ers air-cooled, all designed for lifetime service. both IBM and Remington-Rand 
| systems. Improvements include: 
standard taper tab receptacles 
FOR LATEST CATALOG, SEE SWEET’S OR THE YELLOW PAGES (Please turn to page 76 ) 
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ILL 


Litetnaltomae 
SYMBOL of 
QUALITY 


This symbol of quality on ILLINOIS GEARS has earned ex- 
traordinary confidence on the part of gear users throughout 
the world. it is emblematic of the high standards of precision 
and quality that characterize every step in the manufacture 
of ILLINOIS GEARS. 


In fact, so painstaking is this control of quality that each and 
every gear must pass a great many exacting inspections be- 
fore it has earned the right to carry this stamp of final ap- 
proval...your assurance of the very finest gears in the world! 
In the unmatched facilities of ILLINOIS GEAR one machine 
out of every six...and one man out of every ten are devoted 
to quality control. 


if you are not now using or specifying ILLINOIS GEARS we 
invite you to profit from this rich heritage of quality that has 
established a new concept in gear manufacture. 


Look for this mark Git> © the symbol on finer gears 


Adank. Se a +s» one gear or 10,000 or more 


ILLINOIS GEAR & MACHINE COMPANY 


2108 NORTH NATCHEZ AVENUE « CHICAGO 35, ILLINOIS 





What you should know about 


When should your corrugated 


Selecting the most appropriate type 
of linerboard for your shipping container is 
not unlike selecting the cloth for a suit ... or 
coat. Until a few years ago the choice of 
materials was fairly limited. Today, there 
is an almost endless variety of natural and 
synthetic fibres or combinations. And the 
same thing applies to the tailoring of corru- 
gated shipping containers. For as with 
natural wool and cotton it is now possible 
to alter the basic characteristics of kraft 
linerboard and endow it with properties to 
meet practically any shipping requirement. 


Each specially treated corrugated box — 
whether made from coated, laminated or 
impregnated board —has its own unique 
features and advantages. Which type to use 
and when to use it will depend upon the 
characteristics of your product, the nature 
and degree of protection needed and the way 
in which it is distributed. 


Super-Barriers 
Suppose, for example, you’re shipping an 





special board for Union Boxes 


item that requires positive protection 
against moisture attack. Asphalt lamina- 
tions and certain plastic coatings may offer 
an excellent solution. Other coatings and 
laminations, such as glassine, make an 
effective barrier to the migration of grease 
and oil. Still others resist chemical attack 
or provide insulation against temperature 
extremes. There are even special coatings 
that inhibit the transmission of gases —a 
property often capitalized upon where aro- 
matic scents and flavors must be retained. 


In addition, there are special wax or plastic 
coatings that may be applied to the interior 
of boxes to protect items such as highly pol- 
ished furniture, or delicate textiles from 
abrasion and picking. In some cases these 
coatings may also be used as release agents 
to facilitate emptying the box of its contents. 


At the other end of the scale, there are spe- 
cial non-slip or non-skid coatings which give 
a rough high friction “skin” to the outside 
of the box. This built-in safety factor has 


This machine in Union-Camp research 
laboratory laminates and coats paper 
and board with water- and solvent- 
based solutions which need no heat 
during application. 


Bunion | 
“a 


twine. 


Special impregnated board solves 
problem of shipping oily agricultural 
Resistance to water and oil 
strike-through increases product pro- 
tection — leaves box clean and neot. 


box get special treatment? 


helped save thousands of dollars in reduced 
damage costs and speedier handling and 
warehousing. 


Added Security, Sales Appeal 


Increasingly too, varnish applications are 
being applied to container-board to protect 
surfaces against scuffing and to help create 
greater eye and sales appeal by imparting a 
slick, glossy finish and background for 
printed art and copy. 


This modern “marriage” of different mate- 
rials to basic kraft board has made possible 
outstanding new shipping economy and effi- 
ciency. It has also opened up a host of hith- 
erto unheard of uses for corrugated boxes. 


Ask your Union Box representative to tell 
you more about them — and how they might 
profitably be applied to your product or pack- 
aging operation. He’ll be happy to do so. 
It’s another part of the Union Box complete 
packaging service to all corrugated shippers. 


Good skid resistance, here being 
measured at Union-Camp’s laboratory, 
is often an important factor in better 
box handling, stacking and palletizing. 


UNION BOZXAZES 


UNION BAG-CAMP PAPER Corporation 
233 BROADWAY, NEW YORK 7, N. Y. 


Factories: Savannah, Ga., Trenton, N.J., Chicago, Ill., Lakeland, Fla. Para at eae Jamestown, N.C. 


Sales Offices: Eastern Division—i144 E. State Street, Trenton, N 
Southern Division—P.O. Box 570, Savannah, Ga.: p ‘0. Box 454, "a Fla, 


P.O. Boz 1965, S 


rtanburg, N. C., Jamestown, N. C. 


Western Division—4545 W. Palmer, Chicago, I L. 
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VOU can name your own 


WRM = 


Your company’ 
"PHOSPHOR oan ONE : 
S)54e0)\P4— » 


Sbecause it's Custom-Processed 
for YOUR application 


Waterbury Rolling Mills can tailor phosphor bronze so 
losely to your specific requirements that it practically be- 
omes your private brand. You'll get the finish, grain size 
md physical properties that will suit your purpose to a “T” 

Waterbury has the latest in rolling and annealing equip- 
1ent plus the intimate knowledge of the metal that comes 
with over 50 years of specialization. That’s why WRM can 
nake phosphor bronze that will behave exactly as you want 


to under your tools and in your product. 


Available in strip, sheet or coil 


For complete information on Waterbury 
Rolling Mills facilities, abilities and metals, 
send for this new, 60-page catalog. A phone 

all or a note on your letterhead will bring 
to you, without obligation. 
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(Continued from page 72) 


which connect users’ leads to sen- 
sor switches; switch isolation; 
rugged construction and modern- 
styled case. For programs which 
involve simple switching, card 
programming offers definite space 
and economy advantages. Sensors 
have applications in chemical, gas, 
and oil processing, steel mill and 
machine tool control, automatic 
warehousing, etc. Taurus Corp. 8 
Coryell St., Lambertville, N.J. 
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Micro Hardness Tester 
for Production Control 


¥ 


A new micro hardness tester 
which is basically a production 
control instrument features the 
same accuracy as standard re- 
search instruments used in metal- 
lurgical laboratories. Tester has 
vertical capacity of 8 in. and ap- 
plies dead weight loads from 1 
to 1000 grams. Additional weights 
for applying loads up to 10,000 
grams can be obtained as optional 
equipment. Unit is specially de- 
signed to test unmounted parts 
so they can be returned to pro- 
duction or stock bin, but it can 
also be used for mounted speci- 
mens, small parts, sheet metal, 
wire, etc. Torsion Balance Co., 
Clifton, N.J. 
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CLASSIFIED ADVERTISEMENT 








FOR SALE 


3 Carton Stitchers—Some bottom some 
top. Bliss—Acme & New Jersey — 
$125.00 up. Send for pictures or come 
to see them. The Schneider Printing 
Company, Palmyra, Pa. 














stainless Wy 
lollipop 
sea water 


can't lick 


This large (48’’ dia., 1701 Ibs.) and unusual stainless 
casting was fabricated by Allegheny Ludlum's Buffalo, 
N.Y. foundry. It is scheduled for service under the most 
severe operating conditions, functioning as a wafer valve 
disc at 25 psi pressure in sea water. Since long life and 
tight closing are essential in this application, corrosion 
resistant Type 304 Allegheny Stainless was specified. 
Some unusual techniques were employed in the fabri- 
cation of this casting. Although the entire valve disc was 


Write for this 28-page booklet 
on A-L STAINLESS CASTINGS 


28 pages of valuable and complete 
data on stainless castings: analyses, 
properties, technical data on han- 
dling and heat treatment, typical 
applications, how to order, etc. 


ADDRESS DEPT. P-26 


For More Information Write 


Fesruary 1, 1960 


No. 


cast as a single piece, its sides are hollow, with a skin only 
%"" thick. The center shaft was cast solid at the same time 
the side wings were cored, permitting the single piece, 
seamless part desired. 

If you have a casting problem, or any problem that 
involves corrosion resistance, long life, resistance to wear 
and abrasion, call the Allegheny Ludlum Sales Office 
nearest you. An A-L Sales Engineer is ready to put his 
skills and those of the A-L Technical Staff promptly at 
your disposal, to serve your requirements from the largest 
and most complete line of stainless products on the market. 


Allegheny Ludlum Steel Corporation, Oliver Building, 
Pittsburgh 22, Pennsylvania. 


wew 6663 


Make it BETTER and LONGER LASTING with 
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Otfice Equipment and Supplies 





What's Needed In Today’s Office? 


( OMPANIES without air con- 
ning, sound control, fluore- 
lighting and other accoutre- 
:ts of a modern office may find 
creasingly difficult to get and 
ompetent office personnel. 
; around the country have 
pruced up. 
ditions reminiscent of the 
t shop” era are still to be 
| in a few places. But they 
being eliminated as that type 
y goes out of business or 
the error of its ways. 
.e first major changes that 
rred in improving the ap- 
nce of the office were in 
ting and ventilation. These 
followed by a more exten- 
ise of color and by more at- 
e office furnishings. 


Today's Office 


t is the office like today? 
ent National Office Manage- 

t Association poll of its mem- 
revealed some significant 
relating to office environ- 


LEADING 
Paint on Walls 


e Composition Flooring 
Fluorescent Lighting 


Pastel Colors on Walls 


vice Lamps When 
rn-Outs Occur 


ve Sound Control 
e Air Conditioning 


Noma’s Standard 
60-80 sq. ft. (Space Allocation) 


se Wood Furniture 
In Private Offices 
Use Metal Furniture 
General Offices 


Purchasing agents will not be 
surprised to learn that 83% of the 
almost 2000 companies responding 
to the survey use fluorescent light- 
ing. However, most report that 
lamps are not serviced until burn- 
out occurs. 

Use of air conditioning is, of 
course, directly related to climatic 
conditions. In certain regions it is 
no longer a luxury; it may be a 
necessity. Central air condition- 
ing units are the most widely used 
type, with window units and pack- 
aged consoles making up about 
25% of the overall total. 

There are more companies us- 
ing pastel colors on walls and com- 
position flooring (such as asphalt 
and vinyl) than are using sound 
control, However, 75% of the re- 
spondents to this survey indicated 
some attempts were being made 
to reduce the growing volume of 
noise. 

The multiplicity of mechanical 
office equipment and steel heels 
on ladies’ shoes has increased the 
noise level in the office to a point 


TRENDS 


where it is deafening. Some of 
the methods being used to combat 
this crescendo are: acoustical ceil- 
ings (almost all are using this 
method), sound absorbing pads 
under machines, rugs, drapes, 
sound absorbing partitions, noise- 
less-type machines, and acoustic- 
ally treated machine enclosures. 

Replies to the question on 
sound-conditioning seem to indi- 
cate a need for improvement in 
the old methods or establishment 
of newer techniques. Only 10% 
said their present method was 
excellent, but a total of 99% feel 
they are getting some value. And 
this value takes the form of im- 
proved employee morale, in- 
creased accuracy, and increased 
volume of work. 

One per cent said that the 
sound-conditioning method being 
used was a waste of money. But 
this may simply be a case of using 
the wrong type. 


Advantages of Color 


Color in the office? The 
N.O.M.A. survey found the most 
frequently mentioned benefit was, 
“more pleasant surroundings,” fol- 
lowed by “reduction of eye- 
strain.” 

The trend toward the use of 
dull or medium dull gloss finishes 
on desks reflects the added at- 
tention being given to employee’s 
eyesight. Glass tops are used by 
only 7%. 

Many employers are using mu- 
sic to reduce fatigue and monot- 
ony in certain types of office work. 
Two major points regarding the 
music worth noting are that it 
should be instrumental, and that 
the volume must be set exactly 
right. 

An allowance of 60 to 80 sq. 
ft. per person for the general office 
area is rapidly growing in popu- 
larity, the survey shows. Sixty- 
two per cent of the respondents 
reported that their companies are 
using this standard, set up and 
recommended by N.O.M.A. 

The full report is available from 
headquarters of the National Of- 
fice Management Association, 
1931 Old York Road, Willow 
Grove, Pa., at $2.00 per copy. 
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Office Equipment 





Fully automatic office collator 
which gathers duplicated sheets 
into sets at a rate of 6000 per hour 
has recently been announced by 
Thomas Collators, Inc., New York, 
New York. Since no adjustment 
is necessary for weight or finish 
of stock, all 12 stations can be 
loaded in less than one minute. 
If a sheet misses or doubles the 
machine stops instantly. Each sta- 
tion holds approximately % ream. 
Write No. 25 on Inquiry Card—Page 25 


New device developed for use 
by organizations whose day-to-day 
operations require volume trans- 
mittal of messages over teletype 
circuits. Located in the teletype 
center, the machine permits an 
executive to pick up the phone 
on his desk and dictate his mes- 
sage for recording by the machine 
and subsequent transmittal by the 
teletypist. Manufactured by Dicta- 
phone Corporation, the new ma- 
chine consists of two recording- 
reproducing units as the record- 
ing media, and is so arranged that 
the teletypist can transcribe on 
the teletypewriter the messages 
recorded by one of the units while 
the other continues to record mes- 
sages. 
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..can help you 


ViSirecord Systems Specialists have 
the know-how to analyze your 
record-keeping set-up. Their 
experience and the facilities avail- 
able to them will enable them to 
provide you with a time and 
money-saving system. Write to 
Dept. p-1 for case histories on 
above and any other applications. 





here’s 
how 
VIsirecord 


split-second record location 


eee at 
KELLOGG CO. 


accelerated processing 33%... 





One V/SIrecord system now handles 
the scheduling and controlling of 
preventive maintenance for 96 
departments. Processing of requisi- 
tions was accelerated at least 33%. 


eee at 
J. WwW. ROBINSON, co. 


reduced inventory time 
248 man hours... 


The ViSirecord furniture unit con- 
trol system also helped increase 
turnover from 2.8 to 3.5, reduced 
merchandise return by 10% and 
cut delivery time. 


--. for the 


WEATHERHEAD 


COMPANY 
saved over $40,000 the first year... 





A ViSirecord system provides finger 
tip access fo accurate records of 
carriers and routes for shipments to 
any part of the country. The traffic 
manager and one clerk check all 
shipments, picking the most eco- 
nomical carrier. 


The world’s fastest visible record keeping system 


Sire. 
Vee 


VISlrecord, Inc. 


ARK AVENUE, NEW YORK 22, NE 


YORK 


NCIPAL CITIES 


For More Information Write No. 197 on Inquiry Card—Page 32 





Office Equipment 





important features of a 

‘Desk Partitioner” are a re- 

e side and a steel shelf. 

-versible shelf permits the 

be installed as either right 

hand “L”. The clamping 

prevents marring of desk 

ring or after installation. 

1 fluted plastic panels are 

rproof and removable. The 

nit is a product of Marnay 

ales Division, Rockaway Metal 

mducts Corp., 41 East 42 St., 
York City. 

No. 27 on Inquiry Card—Page 32 

Time chart aids employees un- 


ding of time records meas- 
time in tenths and hun- 


dredths of an hour. Since many 
firms use time clocks registering 
minutes in decimal equivalents, 
the new chart, available from Cir- 
cinnati Time Recorder Co., Cin- 
cinnati, Ohio, will explain and 
clarify the system. Printed in blue 
on white card stock, it measures 
8%” x 11”. It is large enough to 
be posted adjacent to time clocks 
or nearby bulletin boards. 
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Fully automatic electric stapler 
has been introduced by Bostitch, 
Inc., 2012 Briggs Dr., East Green- 
wich, R. I. Staples are automatic- 
ally driven when work is inserted 
against the combination back 


gauge and switch release. The 





MAKE SHORT WORK ; 


ACME VISIBLE 
PHOTO PANELS 


just slip In a new card 
instead of retyping 
a whole list 


changes in minutes! Each 

nm your price or parts list 

ur Catalog, directory or 

is typed on a. separate 

This slips securely into 

me Visible Photo Panel 

eady to be photographed 

plicating. No type to set... 

to make changes, just 

e old cards, type and in- Name 

new ones. No redoing. { 
1e Visible can also prepare 
i maintain lists for you. Send 

for details. 





VISIBLE 


Acme Visible Records, Inc., 8202 West Aliview Drive, Crozet, Va. 
Please send free booklet on Photo Panels for time saving prepar- 
ation of directories, catalogs, price and parts jist, etc. 














Title 





Company 





Add: ess. 





City. __State 
= Me 
For More Information Write No. 198 on Inquiry Card—Page 32 








adjustable stapling gauge can be 
set to any depth up to 4% inches. 
The machine is loaded through a 
door on the front. 


Write No. 29 on Inquiry Card—Page 32 


Timing unit serves as a con- 
trol measure for office managers 
and foremen to prevent abuse of 
coffee time breaks. Called Versa- 
timer, it is a self-contained unit 
that you set for the length of 
break desired. Press the button 
sounding buzzer to signify start 
of break. At the end of the alloted 
time, the buzzer automatically 
sounds once again. It has no wires 
to plug in, is lightweight and 
portable. It is a product of The 
Versatile Tool Company, 122 Hey- 
wood Avenue, Springfield, Mass. 


Write No. 30 on Inquiry Card—Page 32 


Automatic feed addresser is 
particularly suited for smaller 
office operations. The new electric 
model manufactured by Elliott 
Addressing Machine Co., Cam- 
bridge, Mass. automatically feeds 
postcards, envelopes, folders, and 
sheets up to 7” x 10” at the rate 
of 2000 pieces per hour. Stand- 
ard features include an attach- 
ment to prepare a list on either 
plain or gummed tape, automatic 
last stencil stop and print roll 
throwout actuated when there is 
no material in addressing position. 


Write No. 31 on Inquiry Card—Page 32 
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Two guides that point 
the way to 
better paper buying 


The free booklet tells why papers made with cot- 
ton fiber offer you more in prestige, permanence, 
performance. The “Better Papers” emblem tells 
who makes them. Send for the booklet; watch 


for the emblem. 
‘BETTER 


BETTER PAPERS 
ARE MADE WITH 
COTTON FIBER PAPERS 


Cotton Fiber Paper Manufacturers, 
122 East 42nd Street, New York 17, N. ¥ 


LOOK FOR “COTTON” OR “RAG” IN THE WATERMARK OR LAGEL 
For More Information Write No. 199 on Inquiry Card—Page 32 
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Saves 50% on costs 


... proved in exhaustive 
operating tests 


When it comes to business, Scripto 8. P.O. saves 
a good 50% of the costs of other pens recently 
tested for economy and efficiency. In a relentless 
marathon writing test Scripto won on all counts 
...1. Uniformity of writing. 2. Economy of ink 
consumption. 3. Lowest “operating costs” of all 
pens tested—a full 50% lower! 





Here’s the record: 
The cost for 20 miles of 
non-stop writing 
SCRIPTO S.P.O. 
BRAND “A” 
BRAND “B” 
BRAND “C” 


$1.43 
2.82 
3.29 
3.66 








Even on cost of refilling, Scripto proved 
better than 50% more economical. 
(Two other brands tested weren’t 
refillable at all). Scripto Ball Pen with 
complete choice of points for general 
office, stenographic, accounting, 

etc. Full size refills cost less than 

10¢ each in dozen lots. Completely 
leakproof and specially low 

priced for office use. Ask your 
stationer for quotations. 


A complete service 
with all these 
accesssories: 
¢ Economy priced 
desk base. 
* Memo pad and 
pen holder 


SCRIPTO now serves industry 


with the best in writing...at any price! 

Scripto, inc., P. O. Box 4847, Atianta 2, Georgia, U. S.A. 
For More Information Write No. 200 on Inquiry Card—Page 32 
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Hartlove Tells Baltimore Assn.: 


Train A Subordinate 


To Fill Your Shoes 


‘ 

Vi EMBERS of the Baltimore 
ation of Purchasing Agents 
recently told to stop work- 

hard and start managing 
iepartment. 
le S. Hartlove, training di- 
ff the Wm. Schluderberg- 
Kurdle Company advised the 
group of Baltimore P.A.’s 
[he purchasing supervisor 
»t widened his horizon to the 
where he is the manager of 
partment, 


Delegate Responsibility 


levelop your work group to 
it where you can delegate 
reater part of your work to 
rdinates. This will leave you 
e to study, investigate and 
elop procedures to improve the 
purchasing job.” 
Hartlove struck out at su- 
sors who won’t let go of their 
“They hang on so tightly 
> minute details that they 
pportunities for promotion; 
1ade themselves indispen- 


LA 


best way to get a promo- 
ivised Mr. Hartlove, is “to 
omeone trained and ready 
our shoes.” 
then followed this advice 
1 question which every pur- 
: agent should ask himself, 


Hartlove then turned his 
n to what he called “my 


four favorite areas of supervisory 
responsibility.” He listed them as: 
communications, training, disci- 
pline and understanding. 

Training Director Hartlove told 
his audience that when things go 
wrong the best place to look is in 
communications. “Sometimes in- 
complete or poorly worded com- 
munications cause just as much 
trouble as none at all,” he said. 

“A purchasing agent will get a 
better job done if he plans his 
communications better and if he 
does more of it.” 

Mr. Hartlove moved into the 
second area of responsibility by 
reminding the group that, “90% 
of a purchasing agent’s contacts 
with subordinates are in giving 
orders, instructing, disciplining or 
communicating. All of which are 
training of one sort or another. 

“If the purchasing agent is not 
concerned with a planned system 
of training and development for 
his subordinates, he adds to his 
troubles. Some managers shout 
that they don’t have time to work 
on training and go merrily on 
their way fighting all their many 
problems which are generally 
caused because they aren’t doing 
any formal training. 


Better Training 


“Most people, when instructed 
properly, will go to any end to 
carry out their work satisfactorily. 
Train your people better and you 





Clyde S. Hartlove 


will eliminate many of the detail 
problems which you claim pre- 
vent you from doing long range 
planning and managing.” 

The last two areas of responsi- 
bility are directly related to the 
first two, he pointed out to the 
group. 

About discipline and under- 
standing Mr. Hartlove said: “A 
climate with good discipline will 
help you attain good supervision. 
Lack of discipline will create 
situations where the fellow one 
day is told he better get on the 
ball and produce or he will be. 
fired. Yet, no one had told him 
in five years that he wasn’t pro- 
ducing what was expected from 
him.” 

Mr. Hartlove then asked the 
Baltimore purchasing executives, 
“How on earth can a person im- 
prove his work if no one tells him 
what is wrong and then counsels 
him on where and how to im- 
prove.” 

He summed up his suggestions 
and criticisms by saying, “People 
bring to the job all their problems 
as well as their ambitions and de- 
sires. We must be interested in 
their growth as a member of the 
team. A purchasing executive or 
manager of a department must 
fulfill his duties and responsibil- 
ities through people. The quality 
of your supervision has a direct 
bearing on the success of your op- 
eration.” 


PURCHASING 





NOW! IMMEDIATELY AVAILABLE 
FROM OLIN ALUMINUM... 
COLD PROCESSED ROD 


AND SCREW MACHINE STOCK 


For all the high-quality aluminum rod and screw machine stock 
you need ... when you need it and as you need it... 
just call your nearby Olin Aluminum sales office or distributor. 


Olin Aluminum is tcday’s fast-moving, machinable metal. 
It gives you top-speed cutting. It’s rapidly 
handled and shipped. It’s cold processed for uniform 
grain size (a quality plus). You get three times 
as many parts per pound as you get with other metals 
and—in many cases—aluminum parts need 
no further finishing. You save many ways! 
What’s more, you can always count on fast technical 
assistance from the design, metallurgical and 
technical services of Olin Aluminum—America’s new, 
fully-integrated producer, 


Olin STAK-PAK gives you 
easier handling and greater 
stackability .. . protects 
your stock against 
scratching and abrasion. 


OLIN MATHIESON + METALS DIVISION + 400 PARK AVENUE + NEW YORK 22, N. Y. REIN 
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Association News 


sesgh the eye of PURCHASING’S Camera 


CLEVELAND—Speakers at a re- 
cent association forum on foreign 
competition were (left to right): 
George J. Buerman, Ferro Corp.; 
John Corson, Thompson Ramo Wool- 
ridge, Inc.; and Robert Gresham, A. 
W. Fenton Co. G. Thomas Green- 
field, standing, was the moderator. 


ANGELES—Most of the activ- 
centers around the upcoming 
1al convention of the National 
ation of Purchasing Agents to 
1 here. Shown at a planning 
are: (left to right) John 
rove, Braun Chemical Com- 
E. Benton Long, United States 
Products; C. S. Perkins, Union 
ompany; Raymond Hill, Ari- 
Public Service Co.; and C. R. 
Autonetics Division of 
American Aviation. 


HOUSTON—Leland Doland, Doland 
Industries (center), shakes hands 
with R. A. Castillo, Joseph T. Ryer- 
son & Son, at the start of a recent 
association meeting. The attention 
of Haylett O’Neill of Humble Oil 
Co., Homer Beard of Moncrief 
Lenoir, and C. J. Stewart of Stewart 
& Stevenson Services is drawn away 
from the greetings. 


PURCHASING 





HOW A SINGLE SOURCE SOLVES YOUR PRODUCTION PROBLEMS 


" 
ni 
5 


J 5 | 


olettie 
ING LES WY 


DURA-PLATE 
ELECTROPLATING 


METAL STAMPING 
POLISHING-PAINTING 
ANODIZING 


Simply funnel your “specs” into the hands of Brown-Lipe-Chapin and you'll automatically eliminate costly, 


time-consuming piecemeal orders to crowds of suppliers! B-L-C is equipped to take over your complete 
production . . . lock-stock-and-barrel. We form metai parts—die cast, pressed, rolled or stretch bent—then 


polish, plate, anodize, paint and ship them for you from either of our plants at Elyria, Ohio, or Syracuse, New York. 
B-L-C’s diversified facilities provide a single source to give you superior economy, quality, on-the-button scheduling 
from initial tooling to final shipping. What’s more, B-L-C’s skilled engineers closely supervise your job from the design 
__ Stage to finished product, to give you satisfaction in every detail ! Call or write Brown-Lipe-Chapin, Syracuse, New York. 


Mi) RELIABILITY » BROWN -LIPE- CHAPIN 


SDtvtiston ih ee ee MOwtTOR S . 8.2 Pum asa ft @ B 
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Yale Gas Trucks 


| with fluid-coupling transmission are 
tops with operators and planners. 
Operators go for the low cowl with 
its wide visibility and greater safety, 
and for the deep-cushioned seat 
with easy accessibility from both 
sides. They like the finger-tip con- 
tr: for hoist, tilt and direction. 
Planners find that long clutch life 
(due to fluid coupling, which elimi- 
nates metal-to-metal contact in 
transmitting power to the drive 

;) cuts down-time and mainte- 
costs. In addition, this truck 
space through high stacking 

optional triplex mast and a 
turning radius for narrow 
Capacities, 2000-3000 Ibs. 

nakes the full line, so when a 
oupling gas truck is rec- 

nded, you can be sure it’s the 

truck for the job! 

ill information, call your Yale 
sentative or send for free 
ire #S5S003E to The Yale & 
Manufacturing Co., Materials 
ng Div., Philadelphia 15, Pa., 
GT-6. 








ne DME 


is Handling Division, a 
' The Yale & Towne Manu- 
Company. Manufacturing 


® 
niladeiphia, Pa., San YA i E 
lif., Forrest City, Ark. 
Gasoline, Electric, Diesel 
ii? nl INDUSTRIAL LIFT TRUCKS 
s industrial Lift Trucks TRACTOR SHOVELS - HOISTS 


Warehousers - Hand 


lustrial Tractor Shovels YALE & TOWNE 


nd Electric Hoists. 


























set all my charts 
with just 
one order!” 


have to buy recording 
rom about as many dif- 
t companies as we had in- 
ents inthe plant. Notnow— 
h that new GC Recording 

t one-order service!” 


, will benefit from GC’s 

rder service”. You’ll save 

and money and paperwork 

you make out just one 

rchase order for all your com- 
s chart needs, 


GC keeps more than 15,000 
nt types of circular, strip 
ctangular charts con- 

ly in stock. Our ready-to- 
inventory averages some 
) items, all produced 
yntrolled-humidity con- 
;and kept current by GC’s 
electronic data processors. 


| help with your stock 

roblems, too. Order 

n long-term quantities, 

xample, and be assured that 

vill ship the charts with the 
regularity you specify. 


f ordering, uniformly 
iality, economy of costs— 
rs all these. Ask for our 
List—and for samples. 


RECORDING 
CHARTS 


SUTED BY: 
TECHNICAL SALES 
CORPORATION 


Rensselaer St., Buffalo 10, N. Y. 
A SUBSIDIARY OF: 
GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 
Information Write No. 204 
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New P.A. Group 
In Central Penna. 


A new purchasing agents as- 
sociation was recently formed in 
central Pennsylvania. It was or- 
ganized by purchasing agents 
from the Harrisburg-Lancaster- 
York area at a meeting held in 
Harrisburg. 

Sixty-one purchasing agents in 
the areas have indicated an in- 
terest in joining the association. 

Paisley Boney, national vice 
president of District 5 of the Na- 
tional Association of Purchasing 
Agents, addressed the organiza- 
tional meeting and explained 
N.A.P.A. to those present. The 
Purchasing Agents Association of 
Reading also had three repre- 
sentatives present. The Reading 
Association has agreed to sponsor 
the Central Pennsylvania Associ- 
ation for membership in N.A.P.A. 

The association will either ro- 
tate its meetings among Harris- 
burg, Lancaster, and York or hold 
its meetings in a central location. 
The following temporary officers 
were elected: president, Joseph 
Keleman, Merck & Company; vice 
president, Donald B. Moore, Com- 
monwealth of Penasylvania; sec- 
retary, Bert Silver, Common- 
wealth of Pennsylvania; and 
treasurer, Sam Shenk, Hubley 
Manufacturing Company. 


Culture In Central Iowa 


Members attending the recent 
meeting of the Central Iowa As- 
sociation of Purchasing Agents 


New member (left) W. J. Loeltz, 
Brady Motor Freight, is welcomed 
to his first meeting by membership 
chairman, Joe Krueger, The Parsons 
Company. 


said it was one of the most out- 
standing meetings of the year. 
The featured speaker was Dr. 
Millard G. Roberts, president, 
Parsons College, Fairfield, Iowa. 
The title of his address was, “Re- 
search, Culture and You.” 


Featured speaker (center) Dr. Mil- 
lard Roberts, is greeted upon his ar- 
rival at the Central Iowa Association 
meeting by President Art Minor, 
(left) and Program Chairman Carl 
Davis. 


R. Blough, president of Fair- 
field Engineering, and Ward Beale 
of the Marshalltown Container 
Company each gave brief talks on, 
“Know Your Company Better.” 

W. J. Loeltz of Brady Motor 
Freight, Des Moines, was elected 
to membership in the association. 


Alabama P.A.’s 
Planning Dinner 


Arthur V. Wiebel, president of 
Tennessee Coal & Iron Division 
of United States Steel Corp. will 
be the speaker at the 13th Annual 
Seller-Buyer Dinner sponsored by 
the Purchasing Agents Associa- 
tion of Alabama. 

The meeting will be held at the 
Municipal Auditorium in Birm- 
ingham on February 11. The pur- 
chasing agents invite the sales- 
men serving industry and institu- 
tions of the state to meet with 
them. C. E. Wiberg, president of 
the Alabama Association, will 
host the proceedings at which a 
crowd of more than 1000 is ex- 
pected. 

George L. Wilson, Jefferson 
County Commission, is general 
chairman of the dinner. Carl F. 
Thomas, Owen-Richards Com- 
pany, is co-chairman. 
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Corning Forms 
Ceramic Department 


A new manufacturing depart- 
ment has been established by the 
Corning Glass Works, Corning, 
N. Y., for the production of 
ceramic parts for the electronics 
industry. The new group will 
make ceramic and sintered glass 
parts for electronic tubes and 
other devices. It is headed by 
Philip C. Leffel, Jr., formerly 
manager of the company’s Re- 
ceiver Bulb Sales Department. 


Crane Packing Co. Builds 
Teflon Plant 


A plant devoted exclusively to 
processing Teflon has been com- 
pleted by the Crane Packing Co., 
Morton Grove, Ill. Machining and 
molding facilities will produce 
both standard and proprietary 
items from Teflon tubing, rod, 
sheet and tape. Sources of con- 
tamination such as dust and mois- 
ture have been minimized to pro- 
tect the mechanical, electrical and 
chemical properties of the mate- 
rial. 


Hercules Powder to Build 
2nd Polypropylene Plant 


The Hercules Powder Co. has 
announced it will build a multi- 
million dollar polypropylene plant 
at Lake Charles, La., the second 
such plant in two years. The first 
plant started operation at Parlin, 
N. J., in 1957. 

The new plant will begin opera- 
tion early in 1961. It is designed 
for a capacity of 100 million 
ponds of polypropylene per year. 
The plastic resin, which is sold 
under the trade name “Pro-fax,” 
is used in the production of in- 
jection moldings, rope, textiles 
and packaging film. 
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Choice of the wise buyer 
who compares... 


CM METEOR ELECTRIC WIRE ROPE 
HOIST 4 to 5 ton capacities — Compact, 
enclosed design. Low headroom. Contin- 
vous duty motor with thermal overload pro- 
tection for heavy duty service. Precision 
bearings and helical gears for long life. 
Only 110 volts at push button 
control. Hook suspension; plain, 
geared or motor driven trolley. 


CM LODESTAR ELECTRIC CHAIN HOIST—'\% to 2 ton capac- 
ities — First truly heavy duty version of small electric hoist. 4 ton 
model weighs only 51 Ibs. Heavy duty self-adjusting brake, plus 
exclusive regenerative electrical braking. Upper-lower safety 
limit switches. CM-Alloy load chain. Single and three phase. 


CM CYCLONE Hand Chain 
Hoist—\4 to 10 ton capacities 
—Easy to carry. One ton model 
weighs only 36 pounds. Made 
of tough aluminum alloy. CM- 
Alloy load chain. High effici- 
ency. Lifetime lubrication. 


HAND OR ELECTRIC 
CHAIN OR WIRE ROPE 


CM makes them all! So 


you can choose a hoist that’s 
perfectly suited to your 
specific needs in a compact, 
rugged and safe CM design. 


CM TROLLEYS AND CRANES 








CM PULLER —“The One Man 
Gang"— &% to 6 ton capacities 
—Lifts or pulls at any angle. 
Lever handle operation Avuto- 
matic load brake holds at any 





point. % ton model weighs only 


‘ 

13 pounds and fits in a tool box. 

CM-Alloy load chain. 
@ FOR OVER 75 YEARS, Chisholm-Moore has 
offered hoist buyers the newest and most efficient 
designs, the most rugged construction, and the great- 
est number of valuable operating and safety fea- 
tures. CM hoists operate with a very minimum of 
maintenance. They give years of satisfying service. 


Request catalog and aame of local stocking distributor. 


CU CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 
HOISTS 


TONAWANDA, NEW YORK 
REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 


In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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Color-coded thin-wall “Teflon” tubing, skived tape in 13 colors, bondable “Teflon” special- 
they're all part of the full R/M “Teflon” line available to simplify your purchasing through 


urge, reliable source. 


TEFLON: 


Where to get it fast 


1eed to restate the unique combina- 
»f electrical, chemical and physi- 
roperties of “Teflon.”* You know 
for many applications calling for 
lielectric strength and/or resist- 
to chemicals and high tempera- 

there simply is no substitute. 
sig questions in your mind, then, are 
to get “Teflon” fast and who 

{ meet your specs. 

both counts, the answer is R/M. 
yneer in the processing of “Teflon” 
sheets, rods, tubes, tape and 





machined parts, R/M offers you a 
complete “Teflon” service—a service 
that can help assure you optimum per- 
formance and reliability of critical 
components, plus prompt delivery in 
production quantities according to 
your schedule. 

It will pay you to talk “Teflon” with 
R/M. Call the nearest R/M district 
office (listed below) or write Plastic 
Products Division, Raybestos-Manhat- 
tan, Inc., Manheim, Pa. 

*Du Pont trademark for its TFE-fluorocarbon resin 


PLASTIC PRODUCTS DIVISION 


RAYBESTOS-MANHATTAN, INC. 


Manheim, Pa. 


BIRMINGHAM 1 © CHICAGO 31 © CLEVELAND 16 © DALLAS 26 © DENVER 16 « DETROIT 2 
HOUSTON 1 * LOS ANGELES 58 ¢ MINNEAPOLIS 16 © NEW ORLEANS 17 * PASSAIC « PHILADELPHIA 3 
PITTSBURGH 22 © SAN FRANCISCO 5 © SEATTLE 4 © PETERBOROUGH, ONTARIO, CANADA 


SPECIALISTS IN ASBESTOS, RUBBER, SINTERED METAL, ENGINEERED PLASTICS 
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How A City Saves 


(Continued from page 55) 


try standard. The point is, does 
the standard serve the function? 
A standard for the industry or for 
Philadelphia may not provide a 
satisfactory solution to Los Ange- 
les’ problems. 


Who's Responsible for V.A.? 


Who initiates value analysis 
studies? Who’s supposed to do it 
in a small purchasing department 
which cannot afford a value anal- 
ysis division, Industry studies 
show that only 3% of depart- 
ments spending under five million 
dollars annually practice value 
analysis as such. In the five to 
fifty million range only 5 percent 
are able to devote organized effort 
to value analysis. In departments 
spending over fifty million an- 
nually, approximately one-third 
use cost or value analysis. This 
may be statistically correct, but 
don’t you really have a value 
analyst in every good buyer and 
in every alert purchasing agent? 

You are familiar with one of 
the four basic prerogatives of the 
purchasing department—the right 
to check the requisition against 
the need. This can cause a lot of 
trouble when you have poor inter- 
departmental relations or where 
poor industry or vendor relations 
exist. But if we put a new cloak 
around this prerogative, if we 
allow it to operate in an at- 
mosphere of true cooperation be- 
tween purchasing and the using 
departments we'll get an entirely 
different reception. It is a basic 
part of value analysis. 

One of our buyers, who always 
wants to know “why” about 
everything and is in truth a prac- 
ticing value analyst, had a re- 
quisition for the installation of a 
monorail and jib crane. Engineer- 
ing drawings specified an 8” beam 
no. 3908 as part of the details. He 
tactfully raised the question as to 
why it must be a special 8” beam. 
Studies made with the coopera- 
tion of the requisitioner revealed 
that there was no real need for 
this special beam. Other size 
beams could be used. Offers were 
taken, one predicated on using 
the 8” special beam and another 

(Please turn to page 94) 
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_ Here are but a few 
of the thousands 
of ways in which 
manufacturers 
are profitably 
using AVERY 
LABELS today 


re-sensitive labels 
save time and money 
for buyers everywhere 


From a flash of American genius type start in 1935, to a world-wide corps of 

trained pressure-sensitive specialists, Avery’s leadership has been due to a basic 

management philosophy of growth—not in terms of size alone—but in a capacity MAY WE SEND 
for constant change—always directed toward the continual improvement of SAMPLE AVERY 
pressure-sensitive products. 


This concept guides Avery in creative research—in the development of new and 
better adhesives—and in the design and production of original self-adhesive 
products. The results are apparent in the ever-growing popularity of Avery’s 
removable Kum-Kleen and Perma-Grip labels . . . its manual and automatic 
dispensers, labelers, imprinters—and in the exciting new Avery pressure-sensitive 
Metallics used for decorative trim, panels and nameplates. 


Whatever business you are in—wherever you are—modern Avery Labels will 
improve the efficiency of your labeling. Trained Avery representatives are ready 
to serve you—with advice on pressure-sensitive labeling methods or on the design 
of a new product or service label. 


AVERY LABEL COMPANY Div. 130 
117 Liberty St., N. York 6 * 608 Se. Dearborn St., 
Chicago 5* 1616 Soe. Calif. St., Monrovie, Calif. 
Please send free Include KUM- 
N and P. 


catalog and the E erma- 
METALLICS brochure. Grip sample labels. 
Name 
Company 
Address 
City Zone State ___ 





Write for your free copy of AVERY's 
new labeling catalog and a color- 
ful brochure describing Avery's new 
pressure-sensitive Metallics that are 
gaining swiftly in popularity as dec- 
orative trim, panels, nameplates. 














TUTTI III rir 
33033 333133335355. 
STII 
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AVERY LABEL COMPANY ¢ division of Avery Adhesive Prodvets Inc. 
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eded plastic mold steel cut to hi ery because it had both the steel and the saw (big 24” 
. . " ~ . . - 
is he could get it. The Crucible ware- i ach which can slice a 40” block in 4-4% 
i his order, gave him immediate deliv- 


maintains a variety of 
ies for handling 
special 


local facilit 


customers’ 


“We regularly rely on the Crucible 
warehouse’s equipment. Why, it would 
take us all day to cut steels they can 
cut in minutes. We’ve tried to do these 
cutting jobs ourselves and, frankly, we 
lose money nearly every time.” 

This purchasing agent’s words are 
probably typical because countless com- 
panies, all over the country, rely on the 
31 local Crucible warehouses for han- 
dling their special needs. Unusual cut- 
ting of specialty steel grades and sizes 
is just an example. Or, if a warehouse 
can’t handle extras, such as forging, 
grinding, machining, boring, polishing, 
etc. itself, it arranges to have them 
done conveniently and economically 
outside. 

It’s entirely possible that your plant 
has these facilities. Even so, it can pay 
you to find out what the local Crucible 
warehouse has to offer. As one mate- 
rials buyer put it: 

“We have a ‘get to know the sup- 
pliers’ policy. I’ve visited the Crucible 
warehouse personally and made a list of 
its equipment. Here it is— under ‘Sup- 
pliers’ Facilities.’ Two weeks ago, when 
all our saws were tied up, we had the 
Crucible warehouse cut the steels. They 
did it immediately, so my list paid off.” 

All Crucible warehouses maintain 
stocks, services and facilities to serve 
you. If you’d like to know more about 
them, phone or visit the warehouse 
nearest you —any time. Its facilities 
and services are part of Crucible’s inte- 
grated operation, from ore to mill and 
warehouse delivery to you. Crucible 
Steel Company of America, Dept. 
PB13, The Oliver Building, Mellon 
Square, Pittsburgh 22, Pa. 


STOCK LIST 

Keeps you up-to-date 
on local stocks of spe- 
cialty steels. Just ask 
the Crucible salesman 
to place your name 
on the regular mail- 
ing list. 


One Source 
For All 
These Steels 





CRUCIBLE 











requirements 


Customers’ Master Files quickly give Inside Ac- 
count Salesmen details on your receiving sched- 


ules and special requirements. 


Inside Account Salesmen keep reference sources 
give you fast breakdowns of analyses, 


handy - 
or heat-treating, machining data. 


TOOL STEEL hardening, shock 
resisting, hot work, plast nd die casting 
steels in a forms f ding bors, sheets 
pilates, ar rod ho bors forginas ond 
flat ground 


HIGH SPEED STEELS—Crucible 


steels: Rex Thrift Finish rounds, hot 


famous “‘Rex''® 
rolled and 


sid drawn flats ond sau 


ures, drill rod, forg- 


ings, sheets, plates, and t t 


STAINLESS STE 


EL Bors sheet strip wire, 
cold heading wir 


e, metalizing wire, plates, 


angies 


FREE MACHINING STEELS — Crucible Max-el® 


rounds, hexagons, f und broke die stee! 
ALLOY STEELS — bors, billets, strip and sheet 
COLD ROLLED CARBON SPRING STEELS 
DRILL STEELS — Hollow and solid drill steels 
ALUMINUM EXTRUSION DIE STEELS 
HOLLOW TOOL STEEL 

WELDING AND HARD FACING ROD 

PLASTIC MOLD STEELS 

PERMANENT MAGNETS 


— and many others 


eee P 
ov MD 


Fleet of trucks and special delivery 
vehicles maintained at each warehouse 
ensure prompt, nearby deliveries. 


Full stocks of specialty steels enable ware- 
housemen to ready your order for shipment 
overnight — or earlier. 


STEEL COMPANY OF AMERICA 


Branch Offices and Warehouses: Atlanta « Baltimore * Boston « Buffalo « Charlotte * Chicago « Cincinnati ¢ Cleveland « Columbus « Dallas « Dayton 


Denver ¢ Detroit « Grand Rapids « Harrison « Houston « 


Indianapolis « Kansas City « Los Angeles « Milwaukee * New Haven « New York 


Philadelphia ¢ Pittsburgh « Portiand, Ore. * Providence « Rockford « Sait Lake City « San Francisco « Seattle * Springfield, Mass. * St. Louis 
St. Paul ¢ Syracuse * Tampa « Toledo « Tulsa * Toronto, Ont. 





How A City Saves 
ntinued from page 90) 


standard 10” I beam 

f course, had additional 
th and stiffness over the 8” 
Instead of costing $440.00 
» cost $357.00. with a net 
of $83.00, simply because 
tute buyer, while he was 
inking of himself as an 
actually was performing 


analysis. 


Name the Source 


using departments still 
ly or unknowingly try to 
another one of purchas- 
basic prerogatives—naming 
irce of supply. Sometimes 
reasons are well founded. 
many cases their designa- 
a brand name may be 
m sheer prejudice and in 
olated cases on commer- 
bery. Value analysis, gives 
ing a fresh approach, new 
ns, new viewpoints to cope 
; situation. 
f our buyers was working 
nless steel strapping. Com- 


pany A had done an excellent job 
of selling its stainless steel strap- 
ping to the using department at 
a price of approximately 12 cents 
a foot. The users said no other 
brand would stand up like this 
one. In fact, “other brands would 
rust” and their operations would 
come to a complete standstill un- 
less they were able to use this 
brand. You have heard this old 
story many times before on all 
sorts of items. Well, we changed 
our strategy. We didn’t fall back 
on the old regular office memo- 
randum outlining purchasing de- 
partment policy. We used a new 
idea called value analysis. The 
buyer armed himself with con- 
crete information and facts. He 
showed the department that their 
favorite, brand A, had a tensile 
strength of 114,955 PSI whereas 
brand B, which he could procure 
at just one-half the price, had a 
tensile strength of 126,750 psi. 
Further, he had an analysis made 
of the steel which showed that 
brand A was only slightly su- 
perior in nickel content. He as- 
sured them that brand B would 





COST OF PREVIOUS SERVICE...... $8.00 per week 
COST OF TURN-TOWL SERVICE......$2.10 per weer 


ANNUAL SAVING $306 


Here is a typical case history of what 
happens when a consumer tests Turn-Towls 
igainst the towel service in use. This 
happened to a national firm’s Buffalo 


N.Y.) division. 


You can save with Turn-Towl service too. 





WWE 
Sulghokn Towels 


BAY WEST PAPER CO. 


T1GO West Meson Street 





GREEN BAY + WISCONSIN 
Subsidiory of Mosinee Paper Mills Co. 


Write for name of nearest distributor now. 


For More Information Write No. 209 on Inquiry Card—Page 32 





not rust. They had no comeback. 
We switched to Brand B at a 50% 
saving. Value analysis pays big 
dividends. 

Many of you have found that 
just exercising your basic author- 
ity is often difficult because using 
departments feel purchasing is 
simply trying to put a feather in 
its own hat, comply with the law 
or take complete credit for sav- 
ings. Value analysis sets the stage 
for an entirely new concept of 
what is actually the same job. 
Only those with whom you are 
working think it is different. Their 
participation and their faith in the 
purchasing department increase 
as they see benefits coming to 
them from purchasing’s value 
analysis efforts. The purchasing 
department’s stature grows and 
you begin to get compliance with 
purchasing policies not through 
ultimatum but by demonstration. 
After you get a good value analy- 
sis program going, you will find 
that instead of you having to go 
to the using department, that they 
will be coming to you for help 
on their problems. 

I have used only a few scattered 
examples of value analysis to 
illustrate several avenues of ap- 
proach. Value analysis really is 
not new. Ability to perform it has 
always been one of the attributes 
of a good buyer or purchasing 
agent. Many times he has per- 
formed the function without 
thinking of it as such. Many times 
he may have accomplished the 
task only in part. Perhaps now 
is a good time to reorient our 
people to the concept, restate the 
principles, give it a new name. 
It will help us do our basic job 
more painlessly, and make coop- 
erative effort more palatable to 
using departments. They'll accept 
value analysis and work with us 
on it, because they can see real 
results from it. END 
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OUR HERO | 





Field rings were breaking brushes! 





, 











TIONAL stopped brush breakage! 


TRADE-MARK 


DOWN-TIME COULD HAVE COST THIS POWER COMPANY A FORTUNE! 





PROBLEM: Threading and grooving of 
the steel field rings on giant turbine 


generators. 
RECOMMENDATION: “National” brush grade 634. 


RESULTS: This brush eliminated threading, 
grooving and resisted breakage and chipping 





; when applied to eccentric rings. 
“RED” BLACKBURN 


Contact your “National” Brush Man 


— “National”, ‘‘N’’ and Shield Device, and “‘Union Carbide” are registered trade-marks of Union Carbide Corporation 
NATIONAL CARBON COMPANY :- Division of Union Carbide Corporation + 30 East 42nd Street, New York 17, N.Y. 
OFFICES: Birmingham, Chicago, Houston, Kansas City, Los Angeles, New York, Pittsburgh, San Francisco « CANADA: Union Carbide Canada Limited, Toronto 


For More Information Write No. 210 on Inquiry Card—Page 32 
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GeR-PAK Shipping Film plus NETTING 


NEW 


m@ii-weather protection 


Now TY-FAST Netting secures all products covered with 
GER-PAK Polyethylene Shipping Film against wind, weather! 


Wind-whipped platforms, docks and exposed 
eans of transportation are no longer enemies to 
ur products in transit. Not when they’re all- 
eather protected with GER-PAK Polyethylene 
ipping Film secured with new TY-FAST Net- 
ng. Both team up to make sure your products 
rrive with that new “just manufactured” fresh 
k—fully protected against wind, weather, dust 
nd water. Get all the facts—write us today! 


LOW-COST PRODUCT PROTECTION! Film is tough yet 
ightweight, easy-to-handle. Comes in sheeting and 
ibing...seamless widths up to = 
‘ wide! Mildew-proof Net in @& —_ 
vo sizes: 20’x100’ and 32’x100’ 
ith loops for tying down! 
GER-PAK POLYETHYLENE MIRACLE TAPE 
Pressure sensitive. Grips best on 
plastic film, paper, metal, wood. 


GER-PAK—the short way to say superior polyethylene film 


PAK’ 


Polyethylene Film for Shipping » High-Strength TY-FAST Netting 








GERING PLASTICS division of STUDEBAKER-PACKARD CORP., Kenilworth, N.J. 


r More Information Write No. 211 on Inquiry Card—Page 32 


& 
Totally Enclosed 
Fan Cooled 


Polyphase 


Custom Built ... But 
INOT Custom Priced! 


Here is the most successful development in Air Cooled 
Motors. Reduces friction 75% —cuts power costs. 
Handles any power load emergency without damage 
to motor. Always cool running for continuous service 
in high temperatures. Squirrel cage induction, high 
torque, low starting current. Fully ball bearing and 
quiet’ running too. 


Yes, Electric POWER 
at its Money-Saving 
BEST — by VALLEY 


WRITE FOR DESCRIPTIVE LITERATURE 
Torque, constant speed, con- 


tinuous duty, squirrel cage v A i. & E Y 


induction, — ELECTRIC CORPORATION 
Type AN single phase, con- 4 | SE cM 
stant speed, repulsion start, sce id 
induction run, continvous 


cr More Information Write No. 212 on Inquiry Card—Page 32 


@ Other Models 
Type SN polyphase, High 








Gast Booklet ready to give you 


“APPLICATION IDEAS” 


on uses of air motors, compressors, vacuum pumps 


Looking for new ways to improve methods—save time—or 
cut costs? This booklet may be valuable to you! With line 
drawings, it shows dozens of the basic principles of “putting 
air to work”. 


With photographs of our customers’ products—from air 
mixers to data plotters—it illustrates each principle. ..and 
shows how Gast rotary Air Motors, Compressors and Vac- 
uum Pumps provide advantages as original equipment or in 
plant use. 


Design Engineer or Plant Master Mechanic, you'll find this 
booklet of interest...and it may “spark” an important 
idea you can use! 

WRITE TODAY FOR NEW 


Gast Manufacturing Corp. “APPLICATION IDEAS"’ BOOKLET! 


P.O. Box 117 -K 
Benton Harbor, Mich. 





“Ale may be your answer!” 
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Better Buying For 
Better Research 
(Continued from page 51) 


can help develop specifications as 
well as build the unit. 

“We encourage technical per- 
sonnel to come to us to discuss 
their needs, even if they are 
vague and incomplete,” asserts 
Wendt. “And we don’t try to pre- 
vent anyone from _ suggesting 
sources, for in their investigations 
engineers often come up with 
good vendors, many of whom may 
be unique or unusual.” 


Avoids Paying Premiums 


Purchasing does, of course, 
check and investigate all new 
vendors. Although Wendt will 
gladly go along with a suggested 
vendor if there are valid reasons, 
he will try to get competitive bids 
even when engineering has made 
a recommendation. 

“We buy on a value basis,” 
states Wendt. “But we don’t in- 
ject value into purchases where it 
has no bearing. Take for instance 
a ring stand—basically it is just 
a cast base with a steel rod stuck 
in it. It has to be strong and 
shouldn’t come apart. Given that 
minimum condition it’s the price 
that counts.” For this reason 
Wendt will take advantage of the 
chance to by an 89 cent stand 
instead of one for $1.25. On the 
other hand, Wendt wouldn’t con- 
sider buying a cheap graduated 
glass cylinder. In fine chemical 
analysis the accuracy of the 
graduations is extremely impor- 
tant and is worth paying for. 

Purchasing watches prices of 
standard materials with equal 
concern. “Although we buy in 
small quantities,’ says Wendt, 
“we buy as well as people who 
get ten times the quanity.” Al- 
though there are no volume dis- 
counts in the organic chemical 
field, purchasing depends upon 
careful vendor selection to get 
the lowest prices. 

“We are always on the lookout 
for good prices,” says Wendt. “We 
check prices on purchase order 
acknowledgments, we check in- 
voices, we continually compare 
price lists, and, of course, we are 
always on the phone to get the 
latest price information.” ® EnpD 
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produces 
“specials” 
every day! 





AS SPECIALISTS IN PRECISION NUTS 
... both brass and aluminum .. .we can help 
resolve your fastening or assembly problems 
by supplying uniformly accurate turned 
nuts to your exact specifications. To date, 
we have furnished more than 3,457 different 
types of special or odd size nuts, including 
miniatures, to customers making widely 
diversified products. Their satisfaction with 
our over-all performance is eloquently con- 
firmed by repeat orders. ..plus orders 
for new items! 


As the leading producer of turned nuts, 
we specialize in reliable ‘‘on schedule” 
deliveries and competitive pricing in addition 


‘ to premium quality. That is why you get 


better service . . . faster .. . from Fischer. 


FOR DETAILS, WRITE FOR CATALOG FS-1000 
AND PRICE LISTS. 


there's no premium for precision at 


FISCHER SPECIAL MFG. CO. 


471 Morgan Street * Cincinnati 6, Ohio 


For More Information Write No. 214 on Inquiry Card—Page 32 





For Guaranteed Quality 


LOOK TO THE DIAMOND OF THE INDUSTRY 


Additional Departments 


SHOPS 
e Pottern @ Machine e Die 








Send for the brochure “Behind 


the Scenes". . . complete digest 


FACILITIES 
e X-Ray @ Laborotory 
e Heot Treat e Wheelabrator 


of Hampden Brass's experience, 
Equipment ond Facilities 


eeeeees¢eees#§jeeee#eeesgqeee#ee#eee#e###e# @ 


NON-FERROUS CASTINGS: Sand, Permanent Mold, Die and Structural Fiberglas 
Complete Pattern & X-ray Facilities 


. 
. 
* 
a 
SPRINGFIELD, MASSACHUSETTS e 
e 
@ 
= 
7 


eeeoeeeee#@eeee#eeeeeeesreees#srsteteteee 
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MODEL AGS 
ACCU-FLOW 
AIR GAUGE 


1- purpose 
tact gauge 
28 measurer 
rator on a 
f critical 


ns. 


i new standard of accuracy. oe 


ACCU-FLOW* by AMES 


B. C. Ames has perfected a new concept of air gauging that 
s extremely fine measurement and unusual stability. 

AMES ACCU-FLOW air gauges give you an accurate non- 
tact measuring method that is ideally suited to checking 
variations on continuous production items such as wire, 

bber, plastics, etc. Send for free ACCU-FLOW folder. 
* Trademark of B. C. Ames Ca 

entatives in Principal Cities 


B.CAMES CO 


S 31 Ames Street, Waltham 54, Mass. 
Canadian Representative—H. C. Burton Co. Ltd., Hamilton 
ACTURERS OF MICROMETER DIAL INDICATORS AND GAUGES 

More Information Write No. 216 on Inquiry Card—Page 32 





NEW DOERR 14-PAGE 


ere 


AND MOTOR 
‘IDEA BOOK 


Electric Motors 


eas 


ARE YOU an original equipment manufacturer? If so, you'll 
get lots of practical, job-solving suggestions from this new 
14-page “idea book” of DOERR electric motors... useful 
data for designing, selecting and specifying. It shows many 
DOERR special designs that can help you. It also gives you 
complete dimension and price data on DOERR standard 


motors...in time-saving, condensed form. Put the new 


DOERR “idea book”? to work for you... 


Get Your Copy...Write Today, 
on Your Company Letterhead to... 


OERR 


ELECTR 
CORPORAT 


@ Standard and special motors in 
fractional and integral hp. ratings. 


@ Drip-proof, totally enclosed 
and explosion-proof types. 


@ Face-mounted and flange- 
mounted models; brakemotors. 


@ Right-angle gearmotors to 5 hp. 

@ Full co-operation on specials. 

90 N. FOURTH AVE. 

CEDARBURG «¢ WIS. 
For More Information Write No. 217 on Inquiry Card—Page 32 
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for 


Custom Plastics 
Extrusions 


consult 


YARDLEY 


TUBING 


Special shapes or stand- 
ard, rigid or flexible, in 
diameters from %” to 
16”. Our engineers have 
developed advanced tech- 
niques that can save time 
and money on the right 
shape for your specific 
needs, 


SPECIAL SHAPES 


We extrude any shape in a variety 
of formulations to meet a wide 
range of design and performance 
requirements. Our complete tool 
and die shop is staffed with skilled 
technicians. We maintain a li- 
brary of more than 400 section 
dies, one of which may fit your 
product design. 


FABRICATED PARTS 


We shape, flatten, curve, swedge, 
drill and perform other fabrica- 
ting operations to make plastic 
parts ready for your production 
lines. Close tolerance, absolute 
uniformity, dimensional stability 
and high-gloss finish are standard 
production requirements at 
Yardley. 


Write for Bulletin 180 — and for 
prompt quotation send us your prints 


ER) YARDLEY PLASTICS CO. 


140-144 PARSONS AVE., COLUMBUS 15, OHIO 
For More Information Write No. 218 on Inquiry Cord—Page 32 
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Which Kind of SANDVIK 


SPRING PERFORMANCE 
Fits YOUR Product? 


Sandvik SPIRAL 
springs provide long-lived, 
low-cost service for 
starters, guard return 
springs, toys or tension 
devices where constant 
torque is not critical. 


Sandvik CROSS- 
CURVED springs have a 
dual tension produced by 
winding the spring against 
both its tempered spiral 
and against a special con- 
vex curvature across the 
width of the strip. The 
longer, more even energy 
release provides uniform 
power for timing instru- 
ments, carriage return 
springs, movie cameras 
and other high perform- 
ance applications. 


Sandvik 2R25 stain- 
less springs are a super 
quality which give 5 to 10 
times longer performance 
than ordinary carbon steel 
springs and can take the 
corrosive attacks of vary- 
ing atmospheres too. For 
applications where per- 
formance demand out- 
ranks cost, such as in mis- 
siles, aircraft and special 
instruments. 


SANDVIK STEEL, INC. 


a 
&, 


For More Information Write No. 219 on Inquiry Card—Page 32 
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Employment Service 





STAFF ASSISTANTS 
Midwest, multiplant opera- 
tion, manufacturing heavy 
ericultural and earth mov- 
equipment has openings 
orporate purchasing staff 
r top-notch assistants with 
ven experience and 
iievements in value-analy- 
and standardization, meth- 
ls, procedures and systems. 
Potential for growth; imagi- 
ition and drive; administra- 
ve ability are more import- 
than many years on the 
Degree in engineering or 
iness administration is 
requisite. Excellent salary. 
is a career opportunity 








th an aggressive and grow- 
company. Write Box 408. | 


5 


Experience: Taught math and social 

four years. Officer in USNR. 

ears. For past 15 years with steel 

on and forging co., with 2 to 

llion dollars annual sales. I 

und organized the purchasing, 

control, traffic and industrial 

department. Am completely 

of handling any or all phases 

hasing, material control or in- 

relations and supervising traf- 

ast ten years I have been vice- 

t in charge of purchasing, ma- 

trol and industrial 1elations. 

Education: B.S. and M.A. in education. 

Will relocate. 

Box 104 


rience: Fifteen years experience 
hases of purchasing and mate- 
trol. Includes procurement of 
erials, castings (ferric & non- 
tampings and fabricated parts. 
of setting up efficient pur- 
and material control system. 
National Association of Pur- 
Agents, 
ation: Two years night college— 
irse in material procurement. 
elocate. 
Box 112 


ience: Three years expediting 
arts—three years purchas- 
equipt., supplies—services, 
parts—two years supervisor 
srocessing unit—customer serv- 
‘les experience three years. 
cation: Two years night college— 
ompany sponsered courses. 
| relocate: Phila., Pa. area. 
Box 114 





PURCHASING EXPEDITOR 


to do the follow-up of work 
in process (both inside and 
outside of the office) and 
buying. Knowledge of graphic 
arts essential, Production 
and/or purchasing experience 
helpful. Ability to work under 
pressure of deadlines im- 
portant. Attractive starting 
salary. Permanent job. Ex- 
ceptional opportunity to ad- 
vance. 21-year-old, rapidly 
growing, major company. 
Generous employee benefits, 
including Profit Sharing, 
“Major Medical” 
and retirement plan. Chicago 


location. You may apply by | 
sending resume. Please in- | 
clude work history and cur- | 
| rent earnings. All replies will | 
'be held confidential. Write | 
| Box 402. 











ASSISTANT 
PURCHASING AGENT 


Requirements: Graduation | 


from an accredited college or 
university and at least two 


years of full time purchasing | 
_ experience in a large private | 
or governmental agency. Sal- | 
/ ary $549-$686. Examination 
date: February 27, 1960 (ten- | 


tative)—contact San Mateo 
County, Civil Service Com- 


mission, Court House, Red- | 


wood City, Calif. 





HOW TO APPLY 


| Listings in this department | 
are offered without charge. | 


Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 


search of replacements or ad- | 
ditions to their departments | 
may take advantage of this | 
_ service. When writing, specify | 
whether you want the appli- | 
cant’s form or the employer’s | 
form. Address all correspond- | 

ence—whether for forms, or 
| in answer to an employment | 


advertisement, to: Box No., 


' Employment Service Depart- 
ment. Purchasing Magazine, | 


205 East 42nd Street, New 
York 17, New York. 








insurance | 


PURCHASING 
EXECUTIVES 


Midwest, multiplant opera- 
tion, manufacturing heavy 
agricultural and earth moving 
equipment, needs top division- 
al purchasing managers. Must 
have proven record as admin- 
istrators, with thorough 
knowledge of modern materi- 
als management and control 
systems. Experience in value 
analysis and standardization 
necessary, Degree in engi- 
neering or business adminis- 
tration is a prerequisite. Fx- 
cellent salary and incentive 
compensation. This is a career 
opportunity with an aggres- 
sive and fast-growing com- 
pany. Write Box 404. 











Experience: Ten years varied buying 
experience including two and one-half 
years as manager of purchasing of de- 
partment making purchases of over 
$3 million annually. Have purchased 
steel, castings, precision machined parts, 
screw machine items, commercial 
standards, electronic parts and as- 
semblies, and all MRO supplies. 
Education: Certificate in production, 
planning, military service school. 

Will relocate. 

Write: Box 115 


Experience: Two years and seven 
months as buyer and expediter for con- 
structional engineers. Previous experi- 
ence in England—twenty-two years 
with nationalized industry, covering all 
features of sales and service to con- 
sumer, including purchasing for plant. 
Education: Grammar school in Eng- 
land—supervision principles course 
and business law course, Rutgers Uni- 
versity. 

Will relocate. 

Write: Box 113 


Experience: Five years as purchasing 
agent and contract administrator with 
off-shore procurement agency of U. S. 
Government in England, where pres- 
ently employed. Experienced in pro- 
curement of capital equipment and 
stores supplies. Sound knowledge of 
legal aspects of contracting. Three years 
in sales with European offices of in- 
ternational manufacturing corporation. 
Fluent social, commercial and technical 
French. 

Education: Graduate of American high 
school, Paris, France; University of 
London Matriculation. 

Will relocate: Anywhere in U.S.A. 
Write: Box No. 117 
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AUTOMATIC WRAPPING 





What makes GATOR HIDE, the world’s 
widely used wrapping paper? 


wo factors explain Gator Hide’s long- 

standing popularity for automatic machine 
wrapping—1. full yardage and 2. consistent 
high quality. 

* This wrapping paper always measures up to 
specification. There’s no waste. And you can 
always depend on it. 

Gator Hide kraft is made from 100% virgin 
sulphate pulp. It’s tough. Rugged. Built to take 


the tensions of high-speed automatic wrapping. 

Leading paper merchants throughout the 
country stock Gator Hide kraft, and together 
with International Paper's own specialists, 
stand ready to help solve your every wrapping 
problem without obligation. 

It pays to standardize on Gator Hide kraft 
from International Paper—“Your most depend- 
able source of supply.” 


Southern Kraft Division INTERNATIONAL PAPER New York 17, N.Y, 
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Union Bag-Camp Paper a aR ny 
U. S. Graphite Company .... i 
a States Rubber Company _ 

S. Steel Supply Division of 

UO Ghitea States Steel]  ...ccccccecccrsecerceses = 


Vv 


Valley Electric Corporation 


viSlIrecord, Inc. ........ 





w 


Waterbury Rolling Mills, Inc. 


i 


Yale & Towne Mf. CO. crececeesesseseererennee 86, 3 


Yardly Plastics Co. 
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or 





Purchasing 


205 East 42nd Street, New York 17, N.Y. 


MUrray Hill 9-3250 
Vice der! S Publisher 


Eastern Regional Mgr. 
District Mgr., New York 
New York 

._Mid-west Regional Mgr. 
District Mgr., Chicago 
Chicago 


Los Angeles 


n 
Central Regional Mgr., Pittsburgh 
. .Dictrict Mgr., Cleveland 


Manager 

Mgr. Circulation Service 

.. Mgr. Advertising Service 
Advertising Production 


BRANCH OFFICES 
Cleveland 15, Ohio 
Washington 4, D.C. 
_ Detroit, Mich 


. Treasu 
. Director of Mid- West. ineerations 
Production Manager 
Circulation Manager 


ood ON 


Conover-Mast Publications 
Purchasing 

Mill & Factory * Space/Aeronautics 
Construction Equipment 

Electrical Manufacturing 

Volume Feeding Management 
Business/Commercial Aviation 

The Boating Industry 

Conover-Mast Purchasing Directory 
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Alloy and Carbon Cait Steel Wheels by 
FARRELL- CHEEK 


While the need for replacement wheels is ever present in any plant, 
your purchases will be many times further apart if you make them for 
wheels and roilers of famous F85 alloy or F-C carbon electric furnace 
cast steel. 


Crane wheels, typical of Farrell-Cheek circular steel castings, have 
the rigidity, toughness and hardness of treads and flanges to greatly 
outperform original equipment or replacement wheels. 


Catalog 24 has full line descriptions, ordering data 
and complete specifications. Write today . 


= Fillith 000 FARRELL-CHEEK STEEL GO. 


o 

o 

o 

105 LANE STREET, SANDUSKY, OHIO . 
° 

° 


For More Information Write No. 221 on Inquiry Card—Page 32 








TUBULAR 
FABRICATING 
& FINISHING 


NICKEL CHROME PLATING 
PAINTED FINISHES 


from design to 
finished product 


INDUSTRIAL i FURNITURE 





One of the nation’s largest integrated |} Saw Large Holes 
cog: poaaae forming operations under ; thru sheet or plate 
® Tube mills @ complete fabricating — ie CARVE, High-Spee ad , — — a" 
* automatic plating @ electrostatic paint- —— yoo gery tm . ae 
ing ® Strict conformance with specifica- ; _ tongh aiey oor 0S we 
tions, unlimited production capacity, Pat geo ical means of sawing out holes ay Ye" to 6 
competitive pricing, swift delivery. diameter through cgay 4 te 1% — 
. Extra if igh-speed-steel, self- 
Our engineering department is available a cca pF ae ae dees pin arbors give engl 
to help you with the design of your ncn 
tubular component parts. wal ' for use on drill presses, lathes and portable tools, 
uaTeeunl : greatly increase the hole size capacity of small 
a Send for full ey tools. Last longer and cut faster with safety. 


2 : anna 
information. f 








BENDING wi &-¥F , M ie A 
SS / y trhu [TA TAht QA INC. ' Better setanes a iotes s 
aa : ARMSTRONG- BLUM MFG. CO. 


603 SPRUCE STREET, AURORA, ILLINOIS 5700 Bloomingdole Ave. at ahaa oh U.S.A. 


For More Information Write No. 222 on Inquiry Card—Page 32 For More Information Write No. 223 on Inquiry Card—Page 32 
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Alan Wood Super Diamond floor plate 
-..1S easy to bend 


The arrangement of the exclusive A. W. Super Diamond pattern lets you bend 
this flooring at any place on the plate. Form this heavy duty floor plate to fit 
steps, ramps and walkways... it bends readily. 


Fabrication is easy . . . you can shear it, weld it and match it wherever necessary. 
A. W. Super Diamond provides a safe, non-skid footing . . . won’t chip, splinter 
or crack. Save on cleaning costs, too... A.W. Super Diamond is easily swept, 
mopped or hosed from any direction. It drains freely . . . no pockets to hold dirt. 


For easy fabrication and installation . . . for safety . . . for long 
wear .. . specify A. W. Super Diamond. Write for Bulletin SD-S5. 


ALAN WOOD STEEL COMPANY 


CONSHOHOCKEN, PA. 


DISTRICT OFFICES: Philadelphia « New York « Los Angeles « Boston « REPRESENTATIVES: Atlanta « Buffalo 
Cincinnati « Cleveland « Detroit « Houston « Pittsburgh « Richmond « St. Paul e Sanfrancisco « Seattle 
Montreal, Toronto and Vancouver, Canada—A. C. Leslie & Co., Ltd. 

For More Information Write No. 224 on Inquiry Card—Page 32 





ONLY SQUARE D STARTERS 
WITH ONE-PIECE 
OVERLOAD RELAYS 
GIVE ABSOLUTE PROTECTION! 


e Only Square D makes thermal 
overload relays with 1-piece construc- Heat-respon- 
tion—and only with 1-piece construc- pee F pager 
tion can you know you've installed the provides accu- 
heater correctly. Square D 1-piece ri aoa 
overload relays can be installed only prevents nui- 
one way. They are factory-assembled, 
individually tested and calibrated, (fm ee | 
completely tamper-proof. Repeated | Sind Ln 
tripping will not affect accuracy. | Vee . Heat-producing element 

You pay for overload protection — re per es 0h dg 
be sure you get it. Insist on Square D yx Mi) nently joined to solder 


l-piece overload relays for absolute y a become mis- 





Squere D Company 
Department $A-217 
4041 North Richards Street 


Milwaukee 12, Wisconsin 

& Please send me information on Square D 
magnetic starters, along with your simple 
3-minute “jig-saw’’ demonstrator 


NAME 





COMPANY 





ADDRESS. 





CITY ZONE STATE 


SQUARE J) COMPANY 








wherever electricity is distributed and controlled 


For More Information Write No. 152 on Inquiry Card—Page 32 





Because only Jenkins 
gives you this 18 Point Protection 
against valve repairs 


Specify JENKINS for 


1G TYPE Bronze Valves, too 


[HROTTLED STEAM with its 
tructive erosive effect on a valve 
it... hard, seat-cutting substances 

like rust tubercles, boiler scale, pipe 

chips .. . such valve destroyers have 
tle or no effect on a Jenkins Bronze 
Type Valve. Jenkins 500 Brin- 

| Armor Seat defeats them. 
; much more to the durability 
these valves than the seat. Jenkins 
you 17 other superior features 
t contribute to long-life and com- 
letely satisfying service. All are im- 
tant to any valve user who wants 
1ximum economy, and only Jenkins 
es you all of them. Send for litera- 
re which gives full details about 


them 
em 


Still more protection against valve re- 
airs comes from superiorities which 
nnot be seen in any picture of a 
lve: The quality in the castings... 
precision machining . . . the rigid 
pection and testing which every 
nkins Diamond-marked valve 
naergeoes. 


| 


ul have many sound reasons for 
vecifying Jenkins when the service 
for PLUG TYPE Bronze 

lves. And you pay no premium for 
them. Write us or ask your Jenkins 
istributor for information folder. 


id Through Leaciing Distributors Or 


. PERFECT GRIP 
HANDWHEEL 


2. VALVE INDEX PLATE 
. SECURE WHEEL NUT 


. SPINDLE OF HIGH 
TENSILE BRONZE 


. LARGE PACKING NUT 


. SELF-ALIGNING 
PACKING GLAND 


. DEEP STUFFING BOX 
. HEAVY BONNET 


. HUSKY UNION 
BONNET RING 


. UNIQUE WRENCH 
LUGS 


. CORRECT ALIGNMENT 
OF PARTS 


. BACK SEATING 
PROTECTS THREADS 


. PLUG AND SEAT RING 
OF CHROMIUM 
STAINLESS STEEL 


. LOCKNUT 


. FULL DIAPHRAGM- 
SHELL CLEARANCE 


. LIBERAL DIAPHRAGM 
WALL CLEARANCE 


. FULL LENGTH PIPE 
THREADS 


. EXTRA HEAVY 
BRONZE BODY 


— — — — — ——-— 4 


JENKINS BROS., 100 Park Avenue, New York 17 
Send folder No. 202-A describing Plug Type Bronze Valves 
Name & Title 
Company 


Address 


—— 


For More Information Write No. 153 on Inquiry Card—Page 32 


























